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STAFF PROGRAM: A plan to develop new ideas, new.business (See page 33) 





This Month: 


PROVIDING STAFF INCENTIVE by C. Arthur Hemminger 


POST TO CHECK CUTS BOOKKEEPING COSTS by Joseph A. Hall, III 





AUDIT COUNSELING SERVICE—TO AID SMALL BANKS by Henry J. Boone 
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Here’s where 





Customers “visit” your bank most often 


Impress them with the prestige and protection of 


“THE BEST KNOWN NAME IN PAPER” 


Your customer’s checkbook is often his closest contact 
with your bank for long periods of time. That’s why 
it’s smart public relations to supply him with checks 
that will constantly enhance your bank’s prestige — 
checks on Hammermill Safety. © 


Aside from impressing your customer with the fa- 
mous Hammermill surface mark, Hammermill Safety 
provides you with excellent protection against tam- 
pering. Its specially sensitized surface instantly shows 
up the slightest erasure or alteration. And it takes pen 
writing smoothly, without scratching or feathering. 

Take advantage of the double benefit— prestige plus 
protection—offered by Hammermill Safety. Ask your 
printer or bank lithographer to show you samples. 
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LETTERS 








Drive-In in Australia 


Sirs: Australia has for some time 
been experiencing the traffic problems 
which have merited, and received, such 
dramatic treatment in America. 

Our general manager in Australia, 
Mr. E. G. Wilson, was recently respon- 


Meeting the traffic problem 


sible for introducing our country’s first 
drive-in venture. The design does not 
vary radically from those so well known 
to the American people, and the result 
here has been a complete success since 
its inception. 

The drive-in is at the bank’s Camber- 
well branch, one of 123 offices in the 
metropolitan area of the City of Mel- 
bourne. The branch is situated at the 
junction of six arterial roads. In con- 
junction with the drive-in, off-street 
parking facilities have been provided 
by our bank for a considerable number of 
automobiles. 

Our bank intends to provide more 
drive-in units and these, together with its 
new “Hire Purchase” facilities—the 
English Scottish and Australian Bank 
Limited was the first commercial non- 
governmental bank to provide consumer 
credit in Australia—are two of the latest 
reason why our institution is rightly 
called “The bank where service is a tra- 
dition.” 

S. A. VONBERTOUCH, Manager, 

Victorian Sub-Branches, 

The English Scottish & Australian 

Bank Limited, 

Melbourne, Australia 
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Stamps for Veterans 
Sirs: During the past two years, we 
have distributed more than 200,000 


canceled foreign and United States 
Stamps to over 1,100 hospitalized vet- 
erens in 24 Government hospitals in 
12 western states through The Golden 
Ga‘e Exchange Club of San Francisco. 
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We need thousands of stamps to con- 
tinue this important project, which has 
the widespread approval of physicians in 
stimulating recovery. 

Any aid you or your readers may give 
us will be greatly appreciated. 

PETER N. WILLIAMS, Secretary, 

The Western Loan Association, 

1150 Divisadero Street, 

San Francisco 15, California 
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Federal Reserve in Alaska 


Sirs: The Board of Governors has 
officially approved our membership in the 
Federal Reserve System, effective April 
15, 1954. This makes ours the only bank 
in the Territories or Possessions of the 
United States that holds such a member- 
ship. 

BEN CRAWFORD, President, 

City National Bank of Anchorage, 

Anchorage, Alaska 
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Mutual Savings Banking 

Sirs: Many of us have long felt that 
in some parts of the country there was 
almost a complete lack of information 
about mutual savings banks. Accord- 
ingly, the National Association has pre- 
pared the enclosed booklet in the interest 
of a better understanding. 

Mutual savings banking deserves seri- 
ous consideration by thoughtful people. 
Serving over 20,000,000 depositors, and 
having assets of $27,000,000,000, the 
mutual banks are a great constructive 
force for the good of the nation, the 
states, the communities and the _ indi- 
vidual depositors they serve. 


Information on “Mutuals” 
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We have a limited supply of copies 
of the new booklet and shall be glad to 
send one to anyone upon request. 

J. W. SANDSTEDT, Executive Secretary, 

National Association of 

Mutual Savings Banks, 

60 East 42nd Street, 

New York 17, New York 
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Safe Deposit Convention 

Sirs: The American Safe Deposit As- 
sociation will hold its 1954 convention at 
the Nicollet Hotel, Minneapolis, May 27, 
28 and 29. It will feature addresses on 
the operating, legal and profit phases of 
the safe deposit business. A_ typical 
Minnesota welcome awaits those attend- 
ing. 

CHARLES A. MOBERG, Manager 

Safe Deposit Department, 

The First National Bank of St. Paul, 

St. Paul, Minnesota 























THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office * 


55 WALL STREET * 


70 Branches in Greater New York 


New York 


57 Branches Overseas 





Statement of Condition as of March 31, 1954 




















ASSETS 
Cash, Gold and Due from Banks............. $1,464,711,887 
United States Government Obligations........ 1,370,412,757 
Obligations of Other Federal Agencies........ 27,109,676 
State and Municipal Securities........... 567,961,965 
De i ee in aad aon eaer peel ae 87,987,192 
De POND, . gos sccsccsccnvcsveseoes 2,263,264,271 
Real Estate Loans and Securities............ 256,916 
Customers’ Liability for Acceptances. ........ 29,558,976 
Stock in Federal Reserve Bank.............. 10,500,000 
Ownership of International Banking 
EE er eee “s 7,000,000 
ee eee ee 33,941,315 
tS iio wad aie aa ae ae ee j 5,864,348 
I bi io hicks idk bakin Oak ek a $5,868,569,303 
LIABILITIES 
Ee ee eee re ee Tae $5,326,864,855 
Liability on Acceptances and Bills. . $58,995,198 
Less: Own Acceptances in Port- 
ees ee 27,053,491 31,941,707 
Due to Foreign Central Banks............... 16,414,300 
(In Foreign Currencies) 
Items in Transit with Branches........... — 25,186,242 
Reserves for: 
Unearned Discount and Other Unearned 
a ide ae el wis a a a i acelin 22,119,013 
Interest, Taxes, Other Accrued Expenses, etc. 36,683,450 
As 5 ae re ahs UA ON ae eS 3,750,000 
Ee eer $150,000,000 
(7,500,000 Shares—$20 Par) 
Re ey re 200,000,000 
UWdsvaded Profits. ... wc ccccccces 55,609,736 405,609,736 
EE 46 sa eee ee eeaas awawharccwens $5,868 569,303 








Figures of Overseas Branches are as of March 25. 


$470,790,230 of United States Government Obligations and $16,926,100 of 
other assets are pledged to secure Public and Trust Deposits and for other 


purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 


administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 


Capital Funds $32,020,336 
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DIRECTORS 


HOWARD C. SHEPERD 
Chairman of the Board 


JAMES S. ROCKEFELLER 
President 


RICHARD S. PERKINS 
Vice-Chairman of the Board 


STANLEY C. ALLYN 
President, The National Cash 
Register Company 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


RALPH GWIN FOLLIS 
Chairman of the Board, Standard 
Oil Company of California 


ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co, 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


NATHAN C. LENFESTEY 
Executive Vice-President 
and Cashier 


KEITH S. McHUGH 
President, New York 
Telephone Company 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co., Incorporated 


FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 2 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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Bank Mating Season? 


The news that a three-bank merger 
was being considered electrified the 
financial districts of San Francisco and 
Los Angeles on April 20. This was the 
joint announcement: 

“Informal discussions are taking place 
to explore a plan to merge The Bank of 
California, N.A., Crocker First National 
Bank, San Francisco, and California 
Bank, Los Angeles.” 

This merger, if approved by stock- 
holders and_ supervisory authorities, 
would result in the third largest bank 
on the West Coast, with total resources 
of nearly $1,500,000,000, and provide 
banking offices ranging from near the 
Mexican border to Seattle in the Pacific 
Northwest. 

Another merger proposal would unite 
The San Francisco Bank and the Central 
Bank of Oakland, California, resulting 
in the formation of the fifth largest bank 
in Northern California with combined 
resources of nearly $500,000,000. The 
proposal has been submitted to The San 
Francisco Bank by Transamerica Cor- 
poration, owner of 92 per cent of the 
stock of Central Bank. 
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Mortgagee Exchange 


An interesting experiment in a private 
secondary mortgage market on a rela- 
tively small local scale proved to be an 
initial success last month. 

It was the New York Mortgagee Ex- 
change, Inc., sponsored by Lawyers Mort- 
gage and Title Company, New York City. 
At the first public sale, 69 mortgages 
having a face value of approximately 
$1,000,000 were auctioned to highest bid- 
ders, for an aggregate of $821,045. 

May broaden. According to Harry 
Fromkes, president of the exchange and 
head of Lawyers Mortgage and Title, the 


crowd of 500 attending the opening auc- 
tion, and the prices realized, exceeded all 
expectations. He added that the results 
indicated the economic need for a central 
market of this type that would give new 
liquidity to mortgages. Eventually, it is 
hoped that the scope of the market, now 
limited to the Greater New York area, 
may be broadened and the auctions per- 
haps held more frequently than the pres- 
ent intervals of two or three weeks. 

At the first public sale were a number 
of representatives of banks and other 
institutional mortgage buyers, who bid in 
some mortgages at prices they said com- 
pared favorably with those they might 
have paid at private sale. However, they 
indicated that a more definite opinion on 
the success of the experiment could best 
be formed after several additional ses- 
sions had been held. 

Simple operation. Procedure of the 
exchange is simple. First and second 
mortgages offered for sale are listed in 
an advance catalog giving brief details of 
security, unpaid balance, interest rate, 
terms, description of property and details 
of any prior liens. The exchange checks 
on whether any payments are in arrears, 
but does not warrant such facts. Success- 
ful bidders pay 5 per cent down and 
agree to pay the remainder in 30 days at 
closing. The same mortgages may be re- 
sold if desired at later auctions. 

In offering each lot, usually a single 
mortgage, the auctioneer announces that 
he has a bid in hand at a price that is, 
say, 50 to 70 per cent of the face amount. 
Bidders then take over and prices rise 
$100 to $500 at a clip. 

Following are some typical results: An 
$11,000 mortgage on a Queens property 
brought bids that began at $6,000 and 
ended at $10,000. A mortgage on a 2- 
family house for an original amount of 
$8,000, paid down to $7,538, was sold for 
$6,650. The largest offering of the day, a 
mortgage having a present balance of 


$200,000 on a 5-story building, was sold 
for $169,900. 

Fast action. Unlike the practice at 
auction markets for goods, the auctioneer 
of mortgages wastes no time extolling 
the merchandise; bidders are supposed to 
know their values and to be uninfluenced 
by sales pressure. It takes four to five 
minutes for each sale, sometimes less. 

The first day’s business found sellers 
impressed with the numbers of prospec- 
tive buyers and the prospective buyers 
impressed with the sale prices. Both feélt 
that if future sales compared with the 
initial one the new market might become 
a useful addition to the financial scene. 
For the next sale the exchange plans to 
illustrate its catalog. 
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Analysts’ Convention Plans 


Investment experts of the nation’s 
largest banks, insurance companies, in- 
vestment trusts, pension funds, endow- 
ments, and securities firms will hear 
a forum discussion on _ institutional 
investing at the convention of the Na- 
tional Federation of Financial Analysts 
Societies, May. 17-20, in the Palmer 
House, Chicago. 

Speakers and their subjects will be: 
Robert B. Patrick, financial vice-presi- 
dent, Bankers Life Company, “The Life 
Insurance Company Portfolio”; Fred H. 
Merrill, vice-president, Fireman’s Fund 
Insurance Company, “The Fire and 
Casualty Portfolio”; and Paul I. Wren, 
vice-president, Old Colony Trust Com- 
pany, “The Pension Fund Portfolio.” 

Other convention forums will be on 
automation, computers and instrumenta- 
tion; atomic energy, the chemical indus- 
try, and the utility industry. Also on 
the convention program will be manage- 
ment conferences with top officials of 
five large companies, and eight field trips 
to inspect manufacturing, utility, rail- 


Scenes at successful first session of the New York Mortgagee Exchange, Inc. 


President Harry Fromkes opens sale 
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Institutional buyers are among participants, and bidding is brisk 











road, meat packing, and merchandising 
facilities. 

More than 700 investment analysts 
from all sections of the country and 
from Canada are expected to attend the 
convention. 
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Liberalized Loans 


Without waiting for passage of the 
new housing act to extend F.H.A. Title 
I loans beyond the present three-year 
maximum maturity, some lending insti- 
tutions are taking the initiative. One is 
the Indianapolis (Indiana) Morris Plan, 
which has just announced a new plan 
of financing property improvements pay- 
able over a five-year period. 

The Indianapolis bank has also devel- 
oped a liberalized loan service for busi- 
ness, offering three-year loans payable 
on a monthly basis, along with accounts 
receivable financing, and inventory and 
machinery loans. 
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Seeurities Purchase Plan 


Taking good advantage of the public 
attention created for the Monthly Invest- 
ment Plan of the New York Stock Ex- 
change, The Citizens and _. Southern 
National Bank and affiliate banks have 
just introduced in 11 Georgia cities their 
own C&S Securities _Purchase Plan 


which has two major advantages: pay- 
ments as low as $15 monthly, and the 
ability to purchase unlisted as well as 
listed securities. 

Under the C&S plan the buyer pur- 
chases all his securities at one time, 
rather than on a monthly basis for 
fractional shares as under the NYSE 
plan. This would tend to reduce the 
broker commission charge, which is 
higher percentagewise for purchases in 
small amounts. The bank loan charge 
is $4 a year per $100, plus approximately 
50 cents a year per $100 for credit life 
insurance. Counterbalancing this cost, 
of course, is the dividend income received 
from the securities. 

The loan terms. There is no restriction 
as to the amount that can be borrowed 
under the C&S plan. On listed securities, 
the minimum down payment require- 
ment is 50 per cent, in cash or using 
acceptable securities as collateral; 24 
months is the maximum term. In the 
case of unlisted securities, the lowest 
possible down payment is 30 per cent, 
but this cuts the maximum repayment 
period to 12 months. With a down pay- 
ment of 50 per cent, the maximum term 
goes up to two years. 

Appropriately, the kick-off day for 
the new program was a feature of 
“Invest in America Week” in Atlanta, 
one of many U.S. cities observing the 
week. At a meeting with Georgia 
brokers, the opinion was expressed that 
many individuals would use the C&S 
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66 
Your machine is 
@ great money 
and time-saver.” 


United Business Service 
Boston, Mass. 





the need of a dozen 
overtime workers.” 
Central Nat'l Bank 


of Cleveland 
Cleveland, Ohio 


Small wonder we receive such high praise — Inserting 
& Mailing Machine cuts mailing costs as much as 80% ! 
It replaces dozens of clerks and much old-fashioned ~ 





equipment—cuts pay- 
rolls, saves office 
space, reduces over- 
head. At a speed of 
3,500 to 4,500 fin- 
ished pieces per hour, 
it gathers and inserts 
1 to 8 enclosures, 
seals envelope, me- 
ters postage or prints 
indicia, counts and 
stacks the mail. 

Write for folder 
“Reducing Mailing 
Costs by 80%”. 


INSERTING AND MAILING MACHINE COMPANY 
Phillipsburg, New Jersey 
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This machine results 
in savings of many 
thousands of 
dollars.” 


Equitable Life Assurance 


oc. 0 ‘ 
New York, New York 





he 
To meet tight mail- 
ing schedules...one 
machine we could 
not be without.” 


O. M. Scott & Sons Co. 
Marysville, Ohio 











Plan to buy local unlisted securities. 
Firms can make use of the plan in 
connection with stock purchase plans 
for employees. Incidentally, the C&S 
has had such a plan since 1936 under 
which more than 25,000 shares of its 
own stock have been bought by staff 
members. 

Offered other banks. “Over 100,000 
persons now are using C&S credit to 
buy merchandise or finance other pur- 
chases on the installment plan,” says 
President Mills B. Lane. “We want to 
make it possible for these same people 
to use the same method for buying an 
income producing asset.” He added that 
such ownership helps to build good 
citizenship. 

The C&S has offered the Securities 
Purchase Plan to any bank interested 
in adopting it. 
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Business Investment 


Can individual firms effectively time 
their investments to help moderate busi- 
ness booms and depressions? Some of 
the nation’s leading economists said “yes” 
at a recent conference of the Universities- 
National Bureau Committee for Eco- 
nomic Research. But others believed that 
the long-term advantages of investment 
regularization would not be enough to 
outweigh the prospects of quick profit 
on boomtime outlays and the uncertain 
prospects of depression-timed investment. 

Specific ways in which individual firms 
can realize the advantages of contra- 
cyclical investment are evaluated in 
Regularization of Business Investment, a 
report on the conference issued by the 
National Bureau of Economic Research 
and published by Princeton University 
Press. 

Action to expand investments at a time 
when business contraction threatens is 
an important way to maintain economic 
stability and provide for economic 
growth, according to Melvin G. de 
Chazeau, Cornell University, who was 
chairman of the conference. 

De Chazeau believes that there is a 
good chance that contracyclical invest- 
ment policies may become an important 
safeguard against depression. On the 
basis of his study of the investment plan- 
ning of a 48-firm sample, he said there is 
a “wide conviction among today’s man- 
agers that the so-called business cycle 
represents avoidable waste for which they 
may have some responsibility, rather 
than a natural phenomenon which they 
must weather as best they can.” 


* ° e 


Financing Ship Mortgages 


Proposals for a new system of private 
financing of ship mortgages that would 
encourage investment of an estimated 
$2 to $2% billion by private and institu- 
tional lenders in the new U-S. merchant 
ship construction have been advanced 
by Rudolf S. Hecht, chairman of the 
Committee of American Steamship 
Lines and former president of the Amer- 
ican Bankers Association. 

Mr. Hecht, now chairman of the board 
of directors of Mississippi Shipping 
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"WE GET PERSONALIZED SERVICE ON 
EVERY CREDIT INQUIRY FROM BANKERS TRUST, 


-/T§ REALLY EXCEPTIONAL “ 





There’s a big difference in the way credit 
information is furnished. Here’s how to get 


fast, accurate service. 


At Bankers Trust, every credit inquiry receives 
the personal attention of an experienced credit 
officer. We make it our business to get first- 
hand information from suppliers, customers, 
banks, trade associations and regular credit 
agencies. We know what information to get... 
and we send it to you promptly in clear, 
detailed form. 


Our credit investigators are experienced men, 
specially trained in this exacting kind of work. 





The information they gather is carefully 
analyzed and evaluated in the light of current 
trade and business conditions, under the 
personal supervision of our credit officers. 


If you believe that more thorough and depend- 
able credit information could be helpful to 
you, investigate this phase of Bankers Trust 
service. It is one of the many dependable 
services we offer... another reason why more 
and more banks look to us for an efficient 
New York banking connection. 


We invite your inquiry. Feel free to write us 
fully. Address us at 16 Wall Street, New York 
15, New York. 


BANKERS TRUST COMPANY 


NEW YORK 


2 Member Federal Deposit Insurance Corporation 








ecurity 
measures 


for your 
loan 
department 


When your bank lends 
money on inventory, its 
security is two-fold. The loan 
is backed by actual mer- 
chandise of the borrower 
and by receipts issued to 
your bank by the field ware- 
house company. 

And—when Douglas- 
Guardian handles all your 
field warehousing trans- 
actions—your bank has the 
added protection of doing 
business with an old and 
experienced company, 
operating on a nation-wide 
scale—a company that 
meets the high standards of 
service and safety which 
bankers demand. 


DOUGLAS - GUARDIAN 


WAREHOUSE CORPORATION 


NEW ORLEANS I, La., 118 North Front St. 
NEW YORK 4, N.Y., 50 Broad St. 
CHICAGO 2, IIl., 173 W. Madison St. 
PHOENIX, Ariz., 3747 East Coolidge 
ATLANTA 3, Ga., Hurt Bidg. 

DALLAS 1, Texas, Tower Petroleum Bldg. 
HOUSTON, Texas, P. O. Box 8188 

DETROIT 26, Mich., Penobscot Bldg. 

LOS ANGELES 14, Calif., Garfield Bldg. 
MEMPHIS 3, Tenn., Porter Bldg. 

MIAMI 50, Fla., 12385 N.W. I7th Ave. 
PHILADELPHIA 2, Pa., Girard Trust Bldg. 
PORTLAND 4, Ore., U.S. Nat‘l Bank Bldg. 
BOISE, Idaho, P.O. Box 1351 

ROCHESTER 4, N.Y., Commerce Bldg. 
SAN FRANCISCO 3, Calif., 785 Market St. 
FRESNO, Calif., 2052 Colleve Ave. 
SPRINGFIELD 3, Mass., 293 Bridge St. 
SPRINGFIELD, Mo., McDaniel Bldg. 
TAMPA 2, Fla., 416 Tampa St. 











Company of New Orleans, outlined the 
plan in recent Senate hearings on legisla- 
tive amendments to the ship mortgage 
section of the 1936 Merchant Marine 
Act. 

Plan’s features. Major provisions of 
the new bill, Mr. Hecht said, would 
provide 100 per cent government insur- 
ance for mortgages on new ships; reduce 
maximum allowable interest rates on 
money borrowed to build ships; and 
make a number of technical changes in 
existing laws to encourage entrance of 
private capital shipbuilding. 

Although national policy requires re- 
placement of our aging merchant fleet, 
shipping companies have been unable 
to secure 20-year mortgages in private 
money markets at reasonable interest 
rates under present laws, Mr. Hecht 
said. 

“Under this new bill,” Mr. Hecht told 
the Senate committee, “it will be pos- 
sible to finance most future ship con- 
struction without direct government 
mortgaging, and there is very little 


| likelihood of the government ever having 


to perform under the mortgage insur- 
ance provisions.” 

Government protected. In case of de- 
fault by a shipowner the government is 
reasonably protected, he pointed out. 
Since shipowners make down payments 
of at least 25 per cent of the construc- 
tion cost, only the remaining 75 per cent 
is covered by the provisions for 100 per 
cent government insurance. On default 
the government would be able to take 
possession of the vessel at a cost at 
least 25 per cent less than the ship’s 
depreciated value. The government also 
has a claim on the entire net worth of 
the shipowner. 

The bill establishes a ceiling on interest 


| rates for ship mortgages at one per cent 





.above the estimated yield from 20-year 


government bonds. This compares favor- 
able with the five to six per cent ceiling 
in existing laws. 

The shipping Mr. 


industry, Hecht 


| said, wants the interest rate to be high 
| enough to attract 


investment capital, 
but not so high that it would be burden- 
some to shipowners seeking to build 
ships. 

It has been estimated that to meet 
the mounting cost of ship replacement 
the shipping industry will require bor- 
rowed capital amounting to approx- 
imately $2 to $2% billion over the next 
12 years. 
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Insurance Investments 


Two life insurance company reports 
shed light on the investment policies of 
such institutions. 

Metropolitan Life, in its annual re- 
port, reproduces the accompanying table 
to show how its investments over the 
years have shifted in keeping with the 
needs of the national economy. It will be 
noted that Metropolitan’s holdings of 
industrial and commercial bonds, for 
example, have expanded from $386 mil- 
lion to $4,173 million in the period since 
World War II. In the same interval, the 
portfolio of U. S. Governments has been 
cut in half. Investments in city mort- 








Distribution of 
Metropolitan Investments 
(Millions of Dollars) 


1929 1945 1953 

U. S. Government Bonds 36 3,656 1,746 
Canadian Government Bonds 44 246 144 
Provincial & Municipal Bonds 122 93 65 
Industrial & Commercial Bonds 70 386 64,173 
Public Utility Bonds 260 656 1,642 
Railroad Bonds 631 584 667 
Preferred Stocks 37 110 156 
Common Stocks _ 4 17 
City Mortgages 1,170 784 2,157 
Farm Mortgages 198 87 179 
Housing & Other Real Estate 37 269 444 
Policy Loans 270 344 489 
Cash & Bank Deposits 18 176 156 
Other Assets 118 167 277 
Total Assets 3,011 7,562 12,312 








Some drastic changes 


gages have almost tripled. There has 
been little interest in common stocks; 
they total only $17 million out of a $12 
billion portfolio. 

Aid to vital projects. Several specific 
examples are cited to illustrate how Met- 
ropolitan’s investment activities are cur- 
rently fostering economic progress. For 
instance, loans to private utility com- 
panies to enable them to supply electric 
power for new atomic plants, funds for 
natural gas storage facilities in con- 
sumption areas to reduce pipeline re- 
quirements, money for a huge U. S&S. 
project to process low-iron-content rock, 
and capital to develop far-off iron ore 
resources in Canada. 

New York Life Insurance Company 
has supplemented its annual report with 
a special booklet describing the institu- 
tion’s multi-billion-dollar investment op- 
erations. It includes a complete schedule 
of all the bonds and stocks held in New 
York Life’s $3% billion securities port- 
folio, contains summaries of the mort- 
gage portfolio and equity holdings in 
business properties, and introduces the 
officers concerned with investments. 

Close coordination. Overall responsi- 
bility for all New York Life’s investment 
operations, except housing developments, 
rests with Executive Vice-President 


The investment of billions 
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INVESTMENT OPERATIONS 
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Bénoficial HIGHLIGHTS OF OUR BEST YEAR 

aca | mt 1953 1952 
pecan Net Income $ 14,116,311 | $ 12,632,220 
1 Common Shares Outstanding 3,865,475 3,444,898 
Net Income per Common Share $3.63 $3.62 

The Cash Dividends paid per 
Common Share $2.40 $2.10 
1 Instalment Notes Receivable $323,798,894 | $277,630,328 
° + Average Balance per Note 

B e nN e fic l al Receivable $245 $232 
Number of Offices 809 755 








The information contained herein should be read in conjunction with the financial 
statements and notes appearing in the 1953 Annual Report to Stockholders. A Copy 


Story OF THE Report WILL Be FurnisHep Upon ReQuest. 


FOR THE PAST 10 YEARS 





























earons _ TOTAL EARNINGS $ Millions 
FEDERAL TAXES FEDERAL TAXES 
The Beneficial Loan System 1953 $27,033,999 $14,116,311 25 
renders a small loan service 1952 23,320,628 12,632,220 BEFORE FEDERAL TAXES 
mainly to families to help them 1951 22,044,277 12,479,331 20 
with financial obligations already 1950 16,446,846 9,967,255 
incurred or about to be incurred. 1949 13,145,763 8,264,030 15 
i These include such items as over- 1948 10,727,849 8,012,503 
due bills, medical and dental 1947 = 9,759,992 6,431,432 10 
/ attention, home repairs, etc. 1946 = 8,849,597 5,563,343 AA soa aap 
| 1945 7,990,916 4,589,307 5 
At the 1953 year-end Beneficial 1944 8,816,204 4,225,692 
j had 809 loan offices—located in 44 45 46 47 48 49 50 51 52 53 
; 540 cities in the United States and 
; Canada—more than any other VOLUME OF LOANS MADE $ Millions 
. organization of its kind. 1953 $536,616,263 


900 


i 1952 471,290,655 











t VOLUME OF LOANS MADE 1951 430,760,725 
y during the past 10 years was 400 
t | approximately 2.9 billion dollars. 1950 316,390,109 
In 1953 it was more than half a billion 1949 = 261,077,869 300 
dollars, represented by 1.6 million loans, 1948 229,041,935 
an average of slightly less than $322. 1947 203,995,077 
Beneficial does a large business 1946 180,882,354 200 


in small amounts. 1945 141,839,884 


1944 127,519,683 
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100 




















e+» @ BENEFICIAL loan 
is for a beneficial purpose. 44 45 46 47 48 49 50 51 52 53 
r 
BENEFICIAL BUILDING, WILMINGTON, DEL. 
Subsidiary Loan Companies: PERSONAL FINANCE COMPANY . . . COMMONWEALTH LOAN COMPANY 
| LINCOLN LOAN CORPORATION . . . BENEFICIAL FINANCE CO. . . . PROVIDENT LOAN AND SAVINGS SOCIETY OF DETROIT 
x CONSUMERS CREDIT COMPANY .. . WORKINGMEN’S LOAN ASSOCIATION, INC. 
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Richard K. Paynter, Jr. As chief finan- 
cial executive of the company, he has 
general direction over the investment, 
treasury, and real estate and mortgage 
loan departments. The functions of these 
three departments are closely coordi- 
nated through joint committees which 
review new offerings and make recom- 
mendations with respect to them. 

New York Life shows a little more 
interest in common stocks, having a $47 
million portfolio as compared with $17 
million for Metropolitan. The propor- 
tion is still extremely small, however, 
compared with about $3.3 billion in bonds 
and some $1.4 billion in real estate 
mortgage loans. 
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New Emphasis on 
Money Supply 

The Federal Reserve authorities are 
making it increasingly clear that they 
regard the supply of money as a central 
objective of monetary policy. In the 
Board’s annual report for 1953 the policy 
record of the Federal Reserve Open 
Market Committee contains the emphatic 
remark that “The general objective of 
credit policy . .. was that of keeping 
the supply of credit and money adjusted 
to the needs of a growing and high-level 
economy.” 

If this seems like a self-evident pur- 
pose for. monetary policy, it is worth 
recollection that only a little more than 


two years ago the central objective of 
monetary policy was cheapening the cost 
of public debt service. But the change, 
even though it recommends itself to the 
common sense of almost every thinker, 
has been far from easy. It is not even 
clear that the change of policy has been 
fully accepted within the Federal Re- 
serve System. But it seems to be the 
monetary thinking of William McChesney 
Martin, chairman of the Federal Reserve 
Board. And Mr. Martin seems disposed 
to make his views prevail. 

Money supply for growth. If Federal 
Reserve policy is going to revolve more 
about this new standard, it is worth 
asking what is meant by “. .. a supply 
of money adjusted to the needs of a 
growing and high-level economy.” In 
the first place, it should be noted that 
most monetary economists define “money 
supply” as the total of privately held 
demand deposits plus coins and paper 
currency in circulation. The Federal 
Reserve calls this the “active” part of 
money supply; the two definitions come 
out at about the same point. 

Everybody knows about the great 
increase in money supply during World 
War II, but not everyone knows that it 
continued to increase in the postwar 
period. As shown in the accompanying 
chart, the postwar increase amounted 
to 28 per cent in the eight-year period. 
But population has also been growing. 
As the chart shows, this rate of growth 
has been about 14 per cent over the 
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Slight increase per person 


same eight-year period. In other words, 
the rate of growth of money supply per 
person has been only slightly more than 
12 per cent in this period, or at the rate 
of less than 1% per cent a year. This 
is shown in the bars at the bottom of 
the chart. 

But this is not quite the whole story 
of money needs. As is widely observed, 
productivity has increased greatly for 
many years. This means we have more 





Does your bank have 


drive-in facilities? 


If you have an Indemnity Bankers’ Blanket Bond, 
drive-in facilities are covered. But here is an impor- 






tant point to remember: the amount of your BBB may 


or similar outside customer facilities will bring in. 


not be enough to cover the added business that Snorkel y) 


Why not have an Agent of the Indemnity Insurance 
Company of North America check your Bankers 
Blanket Bond? He will make sure that it is the kind 
you need and that it is completely adequate to provide 
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PROTECT WHAT YOU HAVE© 





your bank with full protection against holdup as well 
as many other types of loss. See him soon. 


INDEMNITY INSURANCE COMPANY OF 


NORTH AMERICA 


One of the North America Companies which are headed 
by Insurance Company of North America, founded 1792 


Philadelphia 1, Pa. 


Burroughs Clearing House 
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goods and services marketed per person 
as time goes on. If the supply of money 
were to keep pace with the total flow 
of goods and services, it would have to 
increase even more rapidly than popula- 
tion. On this basis, the increase in 
money supply per person in the United 
States previously cited (1% per cent) 
is smaller than the rate of productivity 
increase usually assumed to prevail. 

Jerky rate of increase. As the chart 
shows clearly, the post war increase in 
money supply has been quite uneven. 
A large part of it—over two-thirds— 
came in the three years of 1947, 1951, 
and 1952. Furthermore, it is rather 
clear that the Federal Reserve did not 
have effective control of the rate of 
increase until rather recently. But this 
seems to be a central change in monetary 
policy. Money supply has become a cen- 
tral feature in Federal Reserve policy. 
And the language in the official publica- 
tions of the System suggest that they 
are looking at money changes more 
carefully and minutely. 
money supply in 1953 appear to have 
been a central feature in Federal Re- 
serve policy during that year. The slower 
rate of growth was first welcomed but 
later viewed just a little apprehensively. 

While the 1953 slackening in the rate 
of growth may have been the chief factor 
that persuaded the Federal Reserve to 
change its credit policy in the middle of 
1953, its influence is uncertain. The 
open market record of the System said 
that “Whereas the money supply, after 
adjustment for seasonal variation, had 
shown a rising tendency through April, 
there appeared to have been a greater 
than seasonal decline in May.” This 
was cited in June 1953 as one of the 
reasons for reversal of credit policy. 
It indicates a very close reading of 
monetary developments. 

A common-sense view. This sort of 
speculation probably puts monetary pol- 
icy in a much too mechanistic light. The 
shape of Federal Reserve policy is not 
determined by detailed computations in 
policy changes in money supply. But 
monetary policy is unquestionably being 


employment and incomes is larger than 
is currently anticipated, the factors at 
work suggest that downward pressures 
upon interest rates may be mild rather 
than potent,” Dr. Reierson reasons in a 
recently issued study. 

On the side of demand for funds, it 
is anticipated that most major groups 
of borrowers will have lower new money 
requirements. Net borrowing by the 
Federal government is expected to be 
somewhat reduced, and new corporate 
bond and stock financing is considered 
likely to drop sharply. 

Meanwhile, the volume of funds avail- 
able for investment should be at approxi- 
mately the 1953 level, according to Dr. 


Reierson. He believes that the asset 
growth of banks, savings and loan as- 
sociations, pension funds, government in- 
vestment accounts, etc., is likely to be 
well maintained this year. 

These conclusions are reached in a 
statistical study that Dr. Reierson has 
prepared, entitled “Investment Funds— 
Supply and Demand.” 
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Less External Financing 


Business needs for funds provided by 
“outside” sources are heading down, the 
Federal Reserve Bank of Chicago 
observes in its excellent monthly re- 





Changes in | 





increasingly influenced by the quantity | 


of money. This influence is certainly 
greater than it has been for many years; 
possibly greater than ever before in the 
history of the Federal Reserve. 

Monetary theorists who have believed 
deeply in the direct and powerful impact 
of the quantity of money on economic 
conditions should be overjoyed; for once 
classical monetary theory seems to be 
having a substantial place in monetary 
deliberations. 
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Interest Rate Outlook 


The underlying supply and demand 
factors indicate that the trend of interest 
rates is likely to continue downward, 
in the opinion of Dr. Roy L. Reierson, 
vice-president, Bankers Trust Company, 
New York City. He believes that more 
than a small upturn in business would 
be required to bring about a reversal. 
At the same time, he does not foresee a 
continuation of the sharp declines of 
recent months. “Unless the decline in 
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Since its founding near the turn of the century, 
this firm has been identified with the original 
underwriting and distribution of debt obligations 
for representative borrowers in virtually every 
major field and locality in the country, while still 
confining itself to the offerings of well established 


communities and corporations. 


We make available to bank investment officers an 
exceptional diversity of public utility, railroad, 
industrial and tax-exempt securities, together with 


helpful knowledge and service based on our long 


Your inquiry is invited. Send without obligation 


for our latest list of select offerings. 


HALSEY, STUART & CO. Inc. 


123 SOUTH LA SALLE STREET, CHICAGO 90 e 35 WALL STREET, NEW YORK 5 


AND OTHER PRINCIPAL CITIES 























view, “Business Conditions.” 

In 1954, for the first time in five years, 
internal sources of funds—retained 
earnings, depreciation reserves, and sell- 
ing out of inventories—will supply 
almost all of the net new money needed 
by business. 

Pair of reasons. Two developments lie 
behind the change in the corporate finan- 
cial picture since 1953. First, the Reserve 
bank points out, plant and equipment 
outlays are expected to drop a billion 
dollars or so from last year’s $24 billion 
record. 

The second and far more important 
development is the big switch in working 
capital needs. About $3.5 billion of cor- 


porate funds were invested in inventory 
last year. But in 1954, the bank expects 
that inventories, instead of absorbing 
funds, will actually supply cash as stocks 
are reduced. 

In the current year it is estimated 
that the total amount of internal funds 
available will approximate the 1953 
figure, with larger depreciation reserves 
balancing a drop in earnings retentions. 

Retained earnings available for invest- 
ment are expected to shrink, the Reserve 
bank says, because of the substantial 
profit drop currently in prospect. On 
the other hand, depreciation is likely to 
reach $14 billion during the year, twice 
the 1949 amount and far’ in excess of 





Sy v0slors 


DIVERSIFIED 
SERVICES, INC. 


Established 1894 


MINNEAPOLIS 
MINNESOTA 


MUTUAL FUNDS 








oCovestors 


MUTUAL, INC, 


Sevestors 


SELECTIVE FUND, 
INC. 


hovestors 


STOCK FUND, INC. 


An open-end management type mutual 
fund diversifying its investments among 
common stocks, preferred stocks and 
bonds. 


An open-end management type mutual 
fund diversifying its investments among 
bonds, preferred stocks, and other senior 
securities. 


An open-end management type mutual 
fund diversifying its investments among 
common stocks and other equity securities. 





LUCOIS 


SYNDICATE OF 
AMERICA, INC. 





GZ FACE AMOUNT CERTIFICATE COMPANY 


A face amount certificate company issuing 
installment certificates having 6, 10, 15 
and 20 year maturity values and fully paid 
face amount investment certificates. 


* * 


This is not an offer to sell these securities. They are subject to 
the registration and prospectus requirements of the Federal Se- 
curities Act. Information about the issuer, the securities and the 
circumstances of the offering is contained in the prospectus which 
must be given to the buyer. 

Prospectuses relating to the shares of capital stock or certificates 
of the above companies may be obtained from the national dis- 
tributor and investment manager, Investors Diversified Services, 
Inc., Room 306, Roanoke Bldg., Minneapolis 2, Minnesota. 
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the probable 1954 retained earnings 
volume. 

The growth in depreciation allowances 
is the result of continuous additions to 
plant and equipment. It is further 
enhanced by the use of accelerated 





Depreciation allowances becoming 
dominant source of corporate funds 
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Bank loan volume affected 


depreciation under certificates granted 
by the Government for defense-related 
facilities since 1950. 

The Reserve bank points out that 
Congress is now considering changes in 
the tax law that would permit shorter 
depreciation periods at the option of all 
business, regardless of the use to which 
the facilities would be put. This would 
further increase the flow of funds from 
depreciation. It might also increase the 
volume of capital expenditures, since 
many business firms apparently link 
such spending to the amounts taken as 
depreciation. 

The drop in the amount of external 
funds needed is expected to reduce the 
net dollar volume of securities issued 
and permit a reduction in outstanding 
bank ‘loans to business. Consequently, 
with a continued heavy flow of savings 
into financial institutions they will have 
more funds available for other purposes. 
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The Prime Rate 


In reviewing the history of the bank 
prime rate over the past two decades, 
Dr. Arthur A. Smith, vice-president and 
economist, First National Bank in 
Dallas, points out that the recent reduc- 
tion to 3 per cent was the first cut in 
almost 20 years. 

For about 12 years, from 1935 to 
1947, the rate stayed at 1% per cent. 
Then it moved up from time to time 
without once being cut until after it 
reached the 3% per cent peak level 
last Spring. 

The bank prime rate is often mis- 
understood by local borrowers, according 
to Dr. Smith, who explains: . 

“Many are inclined to believe that 
they qualify for the rate when they 
apply for a loan. They may or may not. 
The rate is a New York rate, applicable 
to the very best-rated large borrowers. 
These two conditions mean very low risk 
and very low administrative costs per 
dollar of loan (since the loan is gen- 
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erally of considerable size). Further- 
more, it is a sharply competitive rate 
established in the world’s greatest money 
market. There are present very few 
extenuating circumstances peculiar to 
the credit itself—it is truly prime.” 
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Pension Fund Investments 


In view of the ever-growing impor- 
tance of pension funds to the capital 
markets, there is strong interest in the 
investment trends being manifested by 
the funds. 

According to the best available data, 
more than $17 billion is already lodged 
in these funds, and more than $2 billion 
is flowing into them each year. Between 
15,000 and 20,000 corporate pension 
plans are now operating, in addition to 
humerous government programs. 

Up to now, most pension funds have 
confined their principal commitments to 
bonds, but there is evidence of some 
veering in the direction of common stocks 
and mortgages, as fund managers seek 
to attain higher yields. 

Stocks more popular. While total 





assets of self-insured pension plans | 
doubled in the five years from 1948, | 
holdings of common stocks increased | 


fivefold. The ratio of common stocks to 
total assets rose from 6 per cent at the 
start of the period to 15 per cent at the 
close; this reflected higher stock prices 
to some extent, but primarily was due 
to a marked increase in the proportion 
of new money channeled into equity 
investment. 

Albert Sirak, of the Peoples First 


National Bank & Trust Company, has ; 
traced and analyzed this trend, in his | 


Duquesne University Graduate School 
thesis. He points out that an increase 
of one-half of one per cent in the overall 
earnings rate of a pension fund, through 
investment of a portion in common stocks, 
will result in a 12-14 per cent reduction 
in the ultimate cost of the plan. This in 
turn could mean reduced contributions 
or higher benefits. 

Special factors. With their steady 
influx of funds, pension plans are espe- 
cially adapted to the dollar averaging 
principle, involving the investment of 
approximately equal sums of money at 
equally spaced periods of time, thus 





minimizing the hazards of market fluctu- | 


ations. Mr. Sirak adds that pension 
funds are generally tax-exempt, and this 
greatly heightens the advantage of the 
wide differential between stock dividend 
income and the interest on high grade 
bonds. 

What about the influence of pension 
fund buying upon the stock market? 
Mr. Sirak believes that such buying 
is likely to be for comparatively per- 
manent holdings, concentrated in “heir- 
loom” stocks, and be persistent rather 
than sporadic. “Buying of this sort,” 
he concludes, “would be expected to 
improve market stability and the quality 
of the valuation judgments expressed 
by the stock market.” 

Mortgage handicaps. What about in- 
vestment in mortgages? With the excep- 
tion of the pension funds administered 
by insurance companies, which purchase 
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CONSTRUCTION is one of Southern California's largest indus- 
tries. Engineering and building construction, combined, provided 
employment for more than 195,000 workers during 1953. Total 
volume exceeded $2 billion, making this the biggest construc- 
tion year in the area’s history, and exceeding the volume in any 
state of the nation (with the exception of California itself). In 
dwelling units alone, the southern half of California accounted 
for over 12% of U.S. 1953 construction—nearly one home in eight. 


ECURITY- FIRST 


NATIONAL BANK 


OF LOS ANGELES 





Statement of Condition 
March 31, 1954 


RESOURCES 


Cash and Due from Banks .......e0006 $ 386,154,000.36 
U. S. Government 





SOCRIEES. .000000se0 $987,550,041.86 
State and Municipal 

ee 59,654,124.99 
Other Bonds and 

SOCUSIIES 6.0 ccccces 19,247,989.71 1,066,452,156.56 
i nes 510,998,366.06 


Certificates of Interest of Commodity 








ere 20,197,731.54 
Earned Interest Receivable ............ 7,358,032.46 
Customers’ Liability— Accept. and L/C 2,896,939.74 
SE I. cuaccneseeconaevoueche 3,960,538.20 
CE Do civcccncscassecwenesnns ‘ 126,235.26 
DED asncncccsenminvsnséetee ee $1,998,144,000.18 
LIABILITIES 
CRE kc cceccvensees $ 37,500,000.00 
SRD ccccacesencens 42,500,000.00 
Undivided Profits .... _46,307,416.11 $ 126,307,416.11 
Reserves for Interest, Taxes, etc....... 16,362,168.38 
Interest Collected—Unearned.......... 4,535,816.99 
Acceptances and Letters of Credit ..... 2,896,939.74 
SIE io sisuscccsnesasesnsuns 276,631.51 


Deposits—Time ....$ 620,849,854.87 
—Demand .. 1,226,915,172.58 1,847,765,027.45 
WT BI é5+denswedecsvnesesubases $1,998,144,000.18 


Securities carried at $205,335,221.15 are pledged to secure trust funds 
and U.S. Government, State and other Public Moneys, and for other 
purposes as required or permitted by law. 


BOARD OF DIRECTORS 
George M. Wallace, Chairman 
James E. Shelton Chester A. Rude 





President Chairman Executive Committee 
Lloyd L. Austin Robert E. Gross John J. Pike 
Elmo H. Conley Maynard McFie Elbridge H. Stuart 


Shannon Crandall William B. Munro’ Milton M. Teague 
Thomas A. J. Dockweiler Gurney E. Newlin Edward R. Valentine 
Paul D. Dodds John O'Melveny C. T. Wienke 
Gabriel C. Duque Fred B. Ortman Dr. John C. Wilson 


140 Offices and Branches serving 


Central and Southern California 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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The Royal Bank 
of Canada is 
Canada’s ‘Oil Bank” 








The name of The Royal Bank 
of Canada is a household word 
in the oil and gas fields 

of Western Canada. 


In the rich Leduc area a branch 
of this bank opened in 1947; 
Devon and Redwater 
branches have been in 
operation since 1949. 
Recently branches have 
been opened in the new 
Pembina area of 
Alberta. Throughout the 
oil-rich western provinces 
the Royal Bank today operates 
over 260 branches, many of 
them in areas of commercial 
production, others in new 
districts of rich promise. 


The Royal Bank’s Oil and Gas 
Department in Calgary is - 
equipped to provide the specialized 
banking service required by those 
engaged in the Oil and Gas 
Industry. These facilities are 
available to United States banks 
in serving the needs of clients. 


A Bulletin Service, covering current 
statistics, regulations, tariffs, oil and 
gas financing and kindred subjects is 
provided by the bank. For descriptive 
booklet and list of available bulletins, 
write The Royal Bank of Canada, 

Oil and Gas Department, 

108 Eighth Avenue, Calgary, Alberta, 


We do not provide information 
on oil securities. 


Over 790 branches in Canada, the 


West Indies, Central and South America 
New York, London and Paris. 


THE ROYAL BANK 
OF CANADA 


Canada’s Largest Bank 


New York Agency— 
68 William Street, New York 5,N. Y. 


Total assets exceed $2,800,000,000 
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mortgages heavily, most funds have not 
acquired this type of asset to any extent 
as yet. 

Some of the historical reasons for this 
have been cited by Robert E. Goldsby, 
president, Jersey Mortgage Company, 
Elizabeth, New Jersey, and chairman 
of the pension fund committee of the 
Mortgage Bankers Association of Amer- 
ica. When the funds were first set up, 
corporate contributions were small and 
it was natural to invest them largely 
in bonds. Competition for this type of 
trust business has resulted in low rates 
for the service, discouraging any expen- 
sive accounting or administrative detail. 
Indentures often limit the _ trustee’s 
investment authority to _ securities. 
Departments set up to manage the funds 
are frequently entrusted to officers whose 
training and background is in the field 
of bond and stock investment. Finally, 
the experience with mortgage invest- 
ment in the 1930’s still is recalled, 
despite the government guarantee of 
mortgages that now affords protection. 

However, Mr. Goldsby believes that 
the tide is gradually turning. Thus New 
York State has bought about $200,000,- 
000 of mortgages for various retirement 
funds, and another $25,000,000 has been 
purchased for a teachers’ pension fund. 
Labor organizations are also entering 
the mortgage field. 

Big loans first. “We are going to have 
to sell the large rental housing loans 
first, the big packages,” Mr. Goldsby 
says. “In time I have strong hopes that 
we can induce real interest on the part 
of pension funds in the government 
guaranteed small home mortgages.” 

The public pension funds are con- 
sidered to be the best prospects, although 
in some cases statutes must be amended 
to authorize mortgage purchases. Then 
the self-administered private pension 
funds are expected to be the next-best 
group of customers. 

“The bank-administered funds will be 
the toughest nuts to crack,” Mr. Goldsby 
concedes, but he adds: “Action here will 
eventually be compelled because the 
managers that contrive to overcome the 
hurdles and red tape and get higher 
yields and lower costs for their funds 
by investing in mortgages will run 
circles around their competitors for the 
pension fund business of the country.” 
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Credit-Travel Plan 


Pan American World Airways is 
beginning operation of a new nationwide 
credit-travel plan under a hookup with 
the Beneficial Industrial Loan Corpora- 
tion, under which travelers may ’ pay 
10 per cent down, take their trip, and 
pay off later. 

Hotel and other expenses as well as 
airline fare are included in the credit; 
repayment period will be a maximum 
of 20 months. Naturally, effort will be 
made to induce customers to select a 
shorter repayment period if they can, 
for while they are owing for a past 
trip they will not be good prospects to 
whom to sell a new excursion. 

Direct loan plan. Pan American’s 
plan differs from other travel-credit 


Burroughs Clearing House 
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A 10th down, 20 months 


plans tried out experimentally in the past 
in that airline customers deal only with 
the airline and its agents. They are not 
directed where to go to get the credit. 
In the past such indirection has cooled 
enthusiasm and brought a change of mind 
on the part of a customer. 

While the airline customer may never 
see Beneficial Industrial Loan, which 
puts up the money, Beneficial will do the 
investigating of the airline customer’s 
application, check his or her credit stand- 
ing and report back to the airline, which 
guarantees each travel credit. It is hoped 
that, at least in the larger cities, a cus- 
tomer’s application at an airline ticket 
office or agency may be approved within 
24 hours once the system goes into full 
operation at the country-wide offices of 
both the airline and Beneficial Industrial 
Loan. 

Cost of the credit will be about the 
same as that involved in the purchase 
of household appliances. While the exact 
rate at this writing has not been an- 
nounced, it is understood to range be- 
tween 5 and 6 per cent determined on a 
discount basis. 

Under the system it would be possible 
for a tourist to make a 7-day trip from 
New York to Bermuda, with everything 
except dinners and lunches included, for 
$13 down and $10.82 monthly for 12 
months. Two weeks in Paris, London and 
Rome would cost $82 down and 12 
monthly payments of $68.97 each. 
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Open-End Fund Studied 


For its first “management audit” of 
an investment trust the American Insti- 
tute of Management appropriately 
selected Massachusetts Investors Trust, 
oldest and largest of the open-end invest- 
ment funds. 

The Institute’s comparative analyses 
revealed an excellence of management, 
and a record of consistent achievement 
for M.I.T. It attained an overall analysis 
rating of 8,790 points out of a possible 
10,000. The Institute was favorably 
impressed by such things as M.I.T.’s 
formula basis for trustee compensation, 
its Cumulative Investment Program 
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encouraging the small investor, and the 
“goldfish climate” of its operations. 

Findings of the study have been pub- 
lished in bulletin form. A copy may be 
obtained from the Institute headquarters, 
125 East 38th Street, New York 16, 
New York. 
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A $265 Billion Task 


Over the next 20 years, the assets of 


American business will have to be built | 


up by about $265 billion in order to 


provide the equipment for an expanded 


working population. 


This is the estimate of Theodore H. | 
Standard Factors | 


Silbert, president, 
Corporation. At a meeting of the Bank 
Credit Associates of New York, he re- 
cently urged banks and the specialized 
finance industry to strengthen their 
partnership in order to provide the re- 
quired financial sinews for industry. 

Dual problem. Last year, Mr. Silbert 
pointed out, the specialized finance indus- 
try—which includes the commercial 
finance companies, the factors, the con- 
sumer instalment companies and the 
small loan companies—pumped about 
$32 billions of financing into the national 
economy. To accomplish that, the indus- 
try used about $3.2 billion of its own 
funds and another $6.4 billions lent by 
banks and insurance companies. “To 
accomplish more,” Mr. Silbert asserted, 
“the specialized finance industry will 
have to increase its own capitalization, 
and the banks will have to increase their 
lines of credit to the companies in this 
industry.” 

He made a specific suggestion on how 
to improve the partnership of the banks 
and the finance industry. Today, he said, 
banks make no differentiation among 
all sorts of loans going to companies 
which offer consumer credit, single pay- 
ment loans, personal loans, instalment 
loans, accounts receivable loans, factor- 
ing loans, and charge account financing. 
These are all lumped together by banks 
and classified as money going to the 
finance industry. Under this arrange- 
ment, loans to commercial finance com- 
panies and factors tend to be limited. 

Reclassification urged. “Actually, loans 
going to accounts receivable and factor- 
ing companies ought to be taken out of 
the finance industry classification and 
regarded by banks in the same light as 
industrial loans,” Mr. Silbert contended. 
“Accounts receivable financing and fac- 
toring accomplish much the same ends 
as industrial loans by banks, and go to 
the same kind of people. Reclassification 
of loans going to commercial finance and 
factoring companies would make more 
credit available for business financing, 
and offset the present decline in bank 
loans to industry.” 

With such expanded financial re- 
sources, Mr. Silbert added, the com- 
mercial finance and factoring companies 
could aid more of the smaller, younger 
companies that normally turn to the 
finance industry for help. 

“These smaller companies depend on 
commercial finance first, and then having 
grown and become seasoned, they grad- 
uate to bank credit,” Mr. Silbert observed. 
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For all your 


PITTSBURGH 
BANKING NEEDS 


Our close relationship with 
over 400 correspondent 
banks in Western Pennsyl- 
vania, Eastern Ohio and 
West Virginia enables us 
to furnish valuable data 
and arrange for financial 
services in this rich indus- 
trial area. Your inquiries 
will be welcomed. 


PEOPLES FIRST 


NATIONAL 
BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F. D. I. C. 
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where does wall street begin? 


here’s only one answer to 

that, any New Yorker will 
tell you. Wall Street begins at 
lower Broadway directly across 
from old Trinity Church. 


But to many an out-of-town 
banker, Wall Street, with all the 
financial facilities and services 
its name suggests, begins with a 
telephone call, a wire or a letter 
to the Chase National Bank.* 


One of the most convenient 


of Chase’s Wall Street services 


for out-of-town banks is the 
handling of security transac- 
tions—deliveries, receipts, pay- 
ments, transfers, registrations— 
all the exacting details con- 
nected with purchases and sales. 

And one of Chase’s most valu- 
able services for correspondents 
is the study and analysis of a 
bank’s own investment port- 
folio. By mail or in personal 
consultation Chase will ap- 
praise a correspondent’s hold- 


ings of U. S. Government and 


* Chase stands first in relationships with other banks throughout the country. Almost half of the 
U.S. banks which maintain New York banking connections have selected the Chase National. 





other securities and submit spe- 
cific suggestions and recom- 
mendations. 


When you need “Wall Street” 
services why don’t you talk to the 
people at Chase? 


THE 


Chase 


NATIONAL BANK 
OF THE CITY OF NEW YORK 
HEAD OFFICE: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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Advertising Trends 

For the past nine years the American 
Bankers Association has estimated for 
the year ahead the advertising expendi- 
tures of commercial banks as based upon 
careful surveys. As one A.B.A. chart be- 
low indicates, there has been a steady 
and rather sharp upward trend in bank 
advertising generally since 1946. For 
1954 a new high of $68 million was 
estimated, or more than three times as 
much as in 1946. 

Again this year as in the two previous 
years, by far the greatest emphasis was 
placed by the banks on advertising their 
deposits and auto and personal loans. 
Now, as mid-1954 approaches, there is 
considerable evidence that competition 
is particularly keen for savings deposits, 
as well as for loans. According to the 
A.B.A.’s advertising department, these 
trends will have a tendency to enlarge 
bank advertising budgets so that by the 
end of the year actual expenditures may 
be even larger than the $68 million 
predicted. 

“Service” ads on increase. There is 
also apparent a trend for the banks 
to use more “service’’ copy in their ad- 
vertising campaigns. C. Arthur Hem- 
minger, director of advertising and 
public relations for the First National 
Bank in St. Louis,.in speeches has cited 
a number of bank advertising campaigns 
that also performed a service for the 
layman. Such ads, he said, explained 
the uses and advantages of bank serv- 
ice, and thereby actually gave people 
assistance with money management 
problems. 

“A high percentage of people who 
make up our potential market,” said Mr. 
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FIRST anon MERCHANTS 


NATIONAL BANK OF RICHMOND 


You Can 
Put TheHAMMERS To Work 


eeeeeeeceee Se aeeneEEnnEEEERenan 


With A Convenient 
Home Modernization Loan... 





It's really simple to give your home that face-lifting i 





You can get the work done right and enjoy th 
additional room, new playroom in the basement or screcned-in porch while 
you are making the smal! monthly payments along with your other househol 
expense 


As a matter of fact, improvements of this kin 
pleasure you derive from you 






and become one of the best inve 


Why not drop by and talk over your plans for improving your home 
with the manager of your Firstand Merchants neighborhood bank. His friendly 
advice and assistance can put the hammers to work ¢ 




















for that 
rainy day... 


a savings account 
provides for emergencies 





A trend: “service” ads showing how banks can help individuals 


Hemminger, “do not use banking serv- 
ices for the good and sufficient reason 
that they don’t understand the nature 
of bank services or the benefits to be 
derived from them.” 

Recent examples. A recent example of 
the kind of “service” advertising Mr. 
Hemminger was speaking about is the 
direct mail piece of the First & Mer- 
chants National Bank of Richmond, 
Virginia, that is illustrated on this page. 
The letter was cleverly illustrated and 
told how a “low-cost, long-term’? home 
modernization loan was easily available 


and would “increase the value of your 
property and the pleasure derived from 
your home.” 

“Brevity is the soul of wit” might be 
the theme for a recent ad series of the 
Bishop National Bank of Honolulu. In 
this series each ad featured a clever 
illustration and terse headline in a large 
amount of white space to emphasize a 
single idea. The ads were run in large 
daily papers in 4-column by 12-inch size 
and in smaller journals in 3-column by 
9-inch size. They were also “blown up” 
and used as lobby posters. 


For the past few years the A.B.A. has charted a sharp increase in bank advertising 


1954 expenditures may be three times those of 1946 


Competition for deposits, loans, is particularly keen 








+—— $70,000,000 


COMPARISON OF ESTIMATED 
ADVERTISING EXPENDITURES 
ALL COMMERCIAL BANKS 
1946-1954 


+——$65,000,000 —_—— 


1954 SURVEY COMMERCIAL BANK ADVERTISING 
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next year? 


€ JOIN OUR 
WwW) CHRISTMAS 


CLUB NOW! 
No Fees, No Charges 








BANK OF THE | MANHATTAN COMPANY 





Employing a grease-pencil technique 
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Done in miniature and spelling out the bank’s loan services under varied headings 


Cartooning and repetition to capture reader attention are features of these bank ads 


Many banks continue to use cartoons 
in their advertising because they have a 
consistent record of attaining high read- 


vertising last year’s Christmas Club of 
the Bank of the Manhattan Company, 
New York, was recently named among 


ership. An unusual cartoon poster ad- the 100 best in national competition. 





West Coast coverage 
with one bank 


Business funds deposited in any Bank of California office are 
available, immediately, in a// our other offices, in all three Pacific 
Coast states. 

This immediate one-bank service can be especially helpful when 
time is of the essence in important transactions. 

Back of this immediacy, of course, is the less dramatic, but 
equally important fact that each office of this eighty-nine year old 
bank is long-established in its area—thoroughly acquainted with 
area needs and opportunities, and with its business leaders. Naturally, 
our area information service is available to all our customers. 

These, and other Coastwide services, are available to all 
customers of this bank. 


TRI- 
STATE 
SERVICE 





THE BANK OFCALIFORNIA 
NATIONAL ASSOCIATION 


Incorporated in 1864 





SAN FRANCISCO « PORTLAND «+ SEATTLE ¢ TACOMA 


Member Federal Deposit Insurance Corporation 








WHETHER YOU’RE A CORRESPONDENT BANK OR NOT: 


Give Us 
A Job To Do 


Send us your toughest problem... 
Phone LAfayette 3-6800, ask for Correspondent 
Banking Service and get action—fast! 


The Nevionet Shawmut Bank J 


40 Water Street, Boston 







Member Federal Deposit Insurance Corporation 
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The poster was titled, “You Next 
Year?” and used the grease-pencil draw- 
ing technique which is featured in all 
the bank’s mass media advertising. 

To determine the effectiveness of the 
grease-pencil cartoon technique of dif- 
ferent size ads within a 200-line limit, 
the bank’s advertising agency conducted 
four readership surveys. The tests con- 
cluded that by running two 100-line ads 
in the same issue of a newspaper, it 
was possible to produce about 50 per 
cent more readership than for any other 
combination tested. 

Effective but relatively inexpensive 
advertising through repetition and 
variety of appeal was exemplified in a 
recent series of small newspaper ads 
used by the Republic National Bank of 
Dallas, Texas. The bank ran from 
3 to 5 one-column, 20-line ads spread 
throughout the two daily newspapers 
in Dallas. All the miniature ads played 
up the bank’s time credit loans, but 
the ad headlines were varied, such as 
“repair your roof,’ “landscape your 
home,” “finance your car,’’ etc. Despite 
their small size, the ads were made to 
capture reader attention by the illustra- 
tions and the use of black areas balanced 
with white space. 
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Facilities for Children 
Facilities for junior savers in the coun- 
try, ranging in age from 4 to 12, are 
taken into consideration by many banks 
and other financial institutions that are 


Worcester bank’s kiddie window 
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Most direct route between YOU 




















...and anywhere in California! 


No red tape—no costly delays—when you use Bank of America’s state- 
wide system of 543 branches for the direct routing of collection and 
remittance items. Cash letters may be sent directly to any one of the 330 
California communities in which this bank is located and your account 
credited the same day they are/received. This reduces float. It also means 
rejected items, returned directly by the branch, reach you days ahead of 
items traveling through usual channels. To inquire about this unique 
correspondent service, write Corporation and Bank Relations Depart- 
ment, Bank of America, 300 Montgomery Street, San Francisco or 660 
South Spring Street, Los Angeles, 





the bauks that. brows. Califyrniae — 
Bank of Americas 


NATIONAL {RYSTAN2? ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


May, 1954 17 














Aluminum Portable 
Tellers’ Buses of 
Distinction 
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Ask for Catalog 
"THE STOKES SYSTEM" 


@ PORTABLE BUSES 
@ COIN STORAGE LOCKERS 
@ ALUMINUM COIN TRAYS 


Quality Products Co., Inc. 


P.O. Box 3214 
CHARLOTTE 3, N.C. 
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Teen-agers participate in Chicago Federal’s youth training program 


planning or completing building modern- 
ization programs. Recent excellent ex- 
amples of this trend are seen in the 
children’s section of one bank in Wor- 
cester, Massachusetts, and a savings-loan 
association’s junior center in Chicago, 
Illinois. 

Bank For Little Folks. This is the name 
appearing over the special window of the 
newly remodeled quarters of the Wor- 
cester (Massachusetts) Five Cents Sav- 
ings Bank. Attractively lettered and 
illustrated on the glass next to the win- 
dow opening is the axiom, “Tall oaks 
from little acorns grow.” The children’s 
window is in one corner of the main 
banking room, and nearby is a low drink- 
ing fountain for the bank’s small-fry 
customers. In the photo on page 16 Mrs. 
Myrtle S. Bath, teller, is accepting a 
deposit as a proud mother looks on. 

The bank’s new quarters include many 
other modern features such as employee 
lounge and cafeteria, a new room in the 
basement to accommodate Christmas, 
vacation and other club savings pro- 
grams, and a limestone front that is 
floodlighted at night. 

This year the Worcester Five Cents 
Savings Bank is celebrating the 100th 
anniversary of its founding. 

Youth Training Center. As a part of a 
youth training program, the Chicago 
Federal Savings & Loan Association pro- 
vided a junior savings center when the 
association recently moved to modernized 
new quarters. The purpose of the pro- 
gram and center is to provide free train- 


| ing to youngsters of school age by letting 
them see for themselves how a financial 


institution conducts its business. 

Each Saturday the regular teller is 
assisted by two youngsters of grade or 
high school age. They are taught how to 
operate the coin-counting and posting 
machines, and wear badges to identify 


| them as members of the training pro- 





gram. The desk in the children’s depart- 
ment is specially designed so that small 
depositors can reach its savings counter. 

The illustration above shows Teller 
Veronica Vasilakis explaining operations 
to two young “trainees.” 

Children may mail in their deposits, of 
any amount, in postage-free envelopes 





supplied by Chicago Federal. But they 
must come in to get the plastic piggy 
banks and little “story-of-the-month” 
books the association offers them. 

Student tours are arranged regularly. 
Various youth organizations, such as 
scouts, 4-H, etc., are encouraged to pre- 
pare exhibits which are displayed 
prominently on special occasions. To help 
worthy students earn a college education, 
the association this year will award a 
scholarship paying up to $750 during the 
next school year and current plans of 
the Chicago Federal are to award a sim- 
ilar scholarship each year. 
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Screaming Success Story 


Those banks that will celebrate signif- 
icant anniversaries this summer can look 
to the Pioneer (Ohio) Banking Company 
for a “sweet” idea in public relations, 
particularly junior public relations. 

The Pioneer at a recent sixtieth birth- 
day open house distributed specially 
printed checks which read “Pay to the 
order of .. . One Ice Cream Cone.” 

“Screaming success,” is the way L. H. 
Bollinger, executive vice-president and 
cashier of the bank, described the pro- 
gram. “Although the town’s population 
is only 800, we issued more than 300 of 
the checks. We also kept a record of 


“Sweet” public relations 
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the payees to prevent a ‘run’ on the 
bank.” 

When “check clearings” were made 
the following morning with two local 
stores cooperating in the plan, Mr. 
Bollinger found that five checks were 
still outstanding. However, he felt con- 
fident that these would be cashed imme- 
diately. Incidentally, the store nearest 
the bank cashed twice as many checks 
as the other one. 

In the photo on page 18 Master Mark 
Bollinger, grandson, nibbles, as Miss 
Betty Hadley receives a coveted check 
from Dorothy Yeager. 
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Miniature Bank Statements | 


Banks in several parts of the country 
are using the “world’s smallest bank 
statement” after the novel idea was 
first used by the Bank of Terrebonne 
& Trust Company, Houma, Louisiana. 

The statements are set in 4-point 
type, the smallest made for a linotype 
machine, and are printed on a conven- 
tional 342” x 2” business card. The idea 
was originated by the Scott Card Com- 
pany, Houma, for the Bank of Terre- 
bonne as a novelty advertising piece. 

The original card was issued with the 
names of the bank’s officers and direc- 
tors on the back and a condensed state- 
ment on the front. Now, however, many 
of the banks have the miniature state- 
ments printed on the back of their 
regular business cards. 
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American Trust Centennial 


As plans were being formulated this | 


year for celebrating the centenary of the 
American Trust Company, San Fran- 
cisco, the officers traced its history 
through century-old banking records. 

Five years after the great Gold Rush 
of ’49, a group of business men organ- 
ized the San Francisco Accumulating 


Depicting a colorful history 
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Get Greater Protection 
on Commodity Loans 


Through 


ST. LOUIS TERMINAL 
FIELD WAREHOUSE 


RECEIPTS 








Take advantage 
of the time-proven way fo... 


e@ Convert open-line customers to secured loans 


e Increase the limits of loan safety 


e@ Create new loans secured by warehouse receipts 


For full information contact the office nearest you. 


ST. LOUIS TERMINAL FIELD WAREHOUSE CO. 


EXECUTIVE 


DISTRICT OFFICES: 


ATLANTA, GA. 

1323 Healey Building 
CHICAGO 3, ILL. 
652 1st Not'l Bk. Bidg. 


CINCINNATI, OHIO 
1611 Carew Tower 


OFFICES: 


DALLAS 1, TEXAS 

209 Reserve Life Bidg. 
HOUSTON, TEXAS 
529 West Building 


LUBBOCK, TEXAS 
822 Lubbock National 
Bank Building 


826 Clark Avenue 


Saint Louis 2, Missouri 


JACKSON, MISS. 


Barnett-Madden Bidg. 


KANSAS CITY 6, MO. 
1509 Waldheim Bidg. 


MEMPHIS, TENN. 
1038 Sterick Building 


NEW YORK 5,N.Y. 
37 Wall Street 


PHILADELPHIA, PA. 
123 South Broad St. 


TAMPA, FLORIDA 
707 Florida Avenue 


WICHITA, KANSAS 
723 South Broadway 
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“Our experience shows that superior 
products add only negligibly — if at all 
— to total costs. The difference — if any 
—is usually returned many-fold by 
superior service, satisfaction, dependa- 
bility and value.” Robert H. Cain, President, 
John E. Cain Company, Boston, Mass. and 
President National Potato Chip Institute. 


Your letterheads and records are exam- 
ples: The finest L. L. Brown paper constituting 
a letterhead and envelope costs less than 
the postage, The most durable L. L. Brown 
record paper adds but 1% to total accounting 
costs. Microscopic cost differences! Yet they 
insure prestige and quality in letters ... and 
records which defy time and hard use. 

For 105 years, L. L. Brown papers have 
been the choice of discriminating executives 
whose correspondence must reflect them and 
their products and whose records are worth 
keeping. 

Your regular supplier knows L. L. Brown 
papers. Ask him to help you select those best 
suited to your needs. 


WRITE for FREE booklet... 


“How to Get Greater 
Service and Valve from 
Your Records and Letters”. 
Here is a reliable guide to 
selecting the right paper 
«for recording or corre- 
spondence. 


L. L. BROWN 


el 
\ 


(=|PAPERS 


SO MUCH EXTRA VALUE FOR 
SO LITTLE EXTRA COST 
Since 1849 














L. L. Brown Paper Co. = 
Adams, Mass. 


Please send me FREE copy of “How to Get Greater 
Service and Value from Your Records and Letters”. 
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Title. 
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| Fund Association on April 27, 


| commemoration plans are under 


| and weeklies 











1854. 
A week earlier on April 20 the famed 
clipper ship “Flying Cloud” arrived at 
San Francisco from New York, bringing 
news from “back home’’ in the record- 
breaking time of eighty-nine days and 
eight hours. 

The new association maintained its 
current funds with the banking firm of 
Lucas, Turner & Co., whose San Fran- 
cisco manager was to become famous 
in the Civil War as General William T. 
Sherman. At first the Association pro- 
vided only limited savings and loan 
facilities. In 1857 it became the first 
bank to incorporate in California, under 
the general laws of incorporation. To 
broaden its services it was reorganized 
that year as the Savings and Loan So- 
ciety. From this stage it grew rapidly 
and was popularly known as the “Clay 
State Bank.” 

Beginning in 1910 several other in- 
stitutions were merged with the Society, 
and in 1927 the name American Trust 
Company came into existence. In 1938 
James K. Lochead became president. 
Under his administration American 
Trust has kept pace with the tremendous 
growth of the state and has become a 
billion dollar institution. Today it is 
the 18th largest in the country, with 
83 offices serving northern California. 

Commemoration plans. The _ bank’s 
the 
direction of Lester B. Johnson, assistant 
vice-president and advertising manager. 
The beautiful four-page commemorative 
advertisement in this issue of Burroughs 
Clearing House is also appearing in 
several other banking publications. Full- 
page color and black and white ads 
have been run in metropolitan dailies 
in northern California, 
and in the Wall Street Journal and 
Journal of Commerce, New York. 

A special banking program, ‘The 
Science of Money,’’ was used during 


a recent showing of the American 
Trust’s regularly scheduled TV _ pro- 
gram, “Science in Action.’’ Millions 


have come to enjoy this show since it 
was first started by the bank in 1950. 

Deluxe billboards will also feature 
the bank’s anniversary theme. A new 
anniversary plaque will be used in all 
ads and printed materials during the 
year. All head office stationery carries 





an engraved gold wreath denoting the 
centenary. Colorful posters are dis- 
played in all offices and a new edition 
of the booklet, “Colorful California 
Names,” has been issued in anniversary 
dress. 

Additional plans are still under con- 
sideration for special observances at 
local offices. 
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Triplicate “‘Envo-Cheeck”’ 


Customers in increasing numbers are 
stepping up to the tellers windows at 
the Mohawk National Bank of Schenec- 
tady, New York, to ask for the “money 
order with the envelope attached.’’ They 





7 


THE MOHAWK N. ‘ 
ee TIONAL BANK 


cr 


Semmerrany, N.Y. ici 





~ 8LS 


 - Cum 
Pate iB 


SAS 
ig 
Sampie Currts wooo we ie: 


> 
t 


RANK PERSONAL MONEY ORDER 








anis . 


‘ 
ARORE oe : 





Pest COMPETE AMO GCN Rane NSONM wOMIY CADE 
SAVE THES RECORD. 11 1S YOUR RECHIOT 


TEAR OFF HERE 











Time-saver at teller window 


are referring to the bank’s ‘“Envo- 
Check” which features a triplicate unit 
with snap-out carbon and a mailing 
envelope. 

After the customer has told the teller 
the amount the check is to be made 
out for, and has paid that amount plus 
a small fee, the teller “Protectographs” 
the amount on the check. He then pulls 
out the pink slip which is the bank’s 
register copy, and hands. the unit to the 
customer. 

The unit then consists of the check 
and customer’s receipt with carbon in- 
terleaved, and is still attached to the 
mailing envelope. The customer fills 
out the balance of the check at his own 
convenience and snaps out the carbon. 
He detaches the carbon copy as his 
receipt and then inserts the check in the 


They met to map special plans for the bank’s 100th anniversary 


At American Trust Company, San Francisco, President James K. Lochead and 
senior vice-presidents. From left around table: Harris G. Kirk, John C. Bovey, 
Mr. Lochead, William A. Marcus, Dwight W. Chapman, and Ransom M. Cook. 
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Try us on a trade 
in Governments 








James B. Forcan, Vice-Chairman 









Call collect to Chicago LD 92, 93, 155 or 313 
and find out what we can do for you 


We do a lot of trading in government bonds for 
Savings and Loan customers in the Midwest states. 
And there’s no reason in the world why we can’t 
do it for any customer in any state. We'd like to. 
And we are sure we can bring to new customers 
the advantages that have made us one of the 
country’s largest traders. 

Here is a primary market in government secu- 
rities where, under normal market conditions, you 
get a direct and immediate bid or offering, and 
rapid-fire trading. Our Government Bond Depart- 
ment at The First National Bank of Chicago gives 
you all the advantages of modern communications, 
streamlined methods, and more than 90 years of 
experience in handling bonds — whether your trade 
is in thousands or millions. 

We carry a substantial position in treasury bills, 
notes, and other government issues in which 
banks and corporations are principally interested. 


The officers of our Government Bond Depart- 
ment are unusually well equipped—in both expe- 
rience and facilities —to assist you and corporation 
executives with investment programs. As evidence 
of the wide scope of our operations, during the 
past year we had transactions in each of the twelve 
Federal Reserve Districts. 

Contact us by telephone, teletype, or telegraph 
—at our expense. For direct connection, use these 


numbers : Long Distance 92, 93, 155, 313. 





GOVERNMENT BOND DEPARTMENT 


L. F. WiInTERHALTER Asst. Vice-President 
Josepu A. SMOLE Assistant Cashier 


Frank G. HERMAN Assistant Cashier 











Epwarp E. Brown, Chairman of the Board 


Harowp V. AmBerc, Vice-President 
Gaytorp A. FREEMAN, Jr., Vice-President 


Dearborn, Monroe and Clark Streets 


Homer J. Livineston, President 


Huco A. AnpERsON, Vice-President 
Hersert P,. Snyper, Vice-President 


The First National Bank of Chicago 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Water M. Heymann, Executive Vice-President 











Marshall and Ilsley Bank, Milwaukee, Wisconsin 





First National Bank of Lake Forest, Illinois 


In their modernization programs these banks transformed storage areas into modern dining rooms 


envelope that is to be mailed. 

Harold Lewis, vice-president of the 
bank, reports that the tellers like the 
new system because it enables them to 
move traffic at their windows faster and 
with less effort. The “Envo-Check” is 
the product of Curtiss 1000, Inc., Hart- 
ford, Connecticut. 
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Finding Dining Room Space 


In the modernization programs of at 
least two banks recently, storage and 
old records areas provided the necessary 
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space to build bright new dining rooms 
and lounges for bank employees. 

Milwaukee, Wisconsin. At the recently 
completed, million-dollar remodeling pro- 
gram of the Marshall and Ilsley Bank, 
Milwaukee, a fourth-floor area formerly 
used as a storage space was converted 
into a lunch room and employees lounge, 
completely equipped with modern fur- 
nishings. 

In the 18-month-long modernization 
program, new elevators were installed 
and a new entrance was added to the 
building which was built in 1913. A 
completely new lighting system was in- 
stalled, and the building air-conditioned 
throughout. Some 50 per cent more 
tellers windows were added in the main 
banking room. 

An unusual feature of the bank’s week- 
long open house to commemorate the 


| event was its decision to donate 25 cents 


to the local Community Chest for every 
visitor who signed the guest register. 
Some 5,315 guests signed the register 
and the check forwarded to the chest 
fund amounted to $1,328.75. Some of the 
guests liked the idea so well that they 
contributed an additional $1,328.75 to 
the fund. 

Lake Forest, Illinois. To get the space 
for its employee dining room and lounge, 
the First National Bank of Lake Forest, 
Illinois, looked to a third-floor attic that 
was unheated, filled with shelves of old 
records, and could be conveniently 
reached only by the bank’s_ service 
elevator, though stairs existed. 

The bank then developed a records 
destruction program that in time sent 
many tons of paper to the shredder and 
removed the remaining files to the far 
end of the attic. In the more than 1,000 
square feet of attic space thus freed, 
the bank constructed an attractive din- 


| ing room with a lounge and two wash- 


rooms, and a kitchen with grill-type 
self-service counter. A _ separate air- 
cooling and heating plant was installed. 
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Mid-Year Conventions 


Final plans embracing topnotch 
speakers and working sessions are being 


| completed for two important mid-year 


_ conventions that are just ahead. 


American Institute of Banking. This 
year the American Institute of Banking 
will hold its 42nd annual convention, 
June 7-11, at the Statler and Biltmore 
Hotels in Los Angeles, California. Head- 
ing a list of key speakers is Everett D. 
Reese, president of the American Bank- 
ers Association and president of The 
Park National Bank of Newark, Ohio. 

The five day convention will be at- 
tended by delegates from the more than 
400 A.I.B. chapters, representing about 
107,000 institute members. Conferences 
will cover numerous general banking 
subjects, as well as a variety of other 
subjects concerning A.I.B. activities. 

Mutual Savings Banks. Nearly 900 
savings bank officers and trustees, repre- 
senting the 528 mutual savings banks 
of the country, will meet in the Edge- 
water Beach Hotel, Chicago, Illinois, 
May 10-12, for the 34th annual con- 
ference of the National Association of 
Mutual Savings Banks. The Honorable 
Paul H. Douglas, U. S. Senator from 
Illinois, and Meyer Kestnbaum, chair- 
man, board of trustees, The Committee 
for Economic Development, are promi- 
nent among the list of distinguished 
speakers on the agenda. 
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“Open House” Feature 
An attention-getting “open house” 
feature was employed by the Citizens 


Over 600 guests were “snapped” 
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and Southern National Bank, East Point, 
Georgia, recently when the public was 
invited to view the bank’s newly re- 
modeled quarters. 

Using as a prop the “totem pole” 
shown on page 22, over 600 photos were 
made of guests. Three people worked 
on the unusual feature and time alone 
prevented more people from getting the 
souvenir pictures. The names on the 
totem pole are of officers of the bank. 
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Shades (Gold) of Yesterday 


During the recent celebration of its 
102nd anniversary, Wells Fargo Bank 
& Union Trust Company reported a new 
gold discovery at Columbia, California. 
More than $5,000 in gold dust and 
nuggets was found at the site of the 
bank’s former office in historic Columbia. 

A century ago Columbia had the 
richest square mile of alluvial gold-bear- 
ing soil in the world. Miners sluiced out 
$87,000,000 in placer gold from the 
area, and. most of it was weighed on 
the big gold scales at the Wells Fargo 
office in that mining camp. The big gold 
rush brought 15,000 people to the town, 

In recent years the state has been 
restoring the famous mining town as 
a state park. During the restoration 
work recently considerable rubble and 
earth was excavated from underneath 
the old Wells Fargo building in order 
to rebuild the foundations. 

When the first of the earth was re- 








Citizens & Manufacturers National Bank of Waterbury, Connecticut 


The problem was limited space; the solution, a turntable 


moved it was found to contain heavy 
traces of gold. One nugget worth over 
$75 was discovered under the old assay 
office in the back corner of the building. 
Altogether, more than 115 tons of gold- 
bearing soil was excavated and the State 
division of mines has since been running 
the rich dirt through the sluices to re- 
cover the overlooked bonanza. 

The restored Wells Fargo building 
will be officially dedicated with special 
ceremonies on May 22. 
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Turntable Drive-In 

A narrow drive alongside the Citizens 
& Manufacturers National Bank of 
Waterbury, Connecticut, did not pre- 


vent the bank from opening a modern 
drive-in window. 

The 100’ x 35’ lot next to the bank 
was too narrow for a car to turn in. 
At the suggestion of the Mosler Safe 
Company, who built the window, the 
bank had a machinery company install 
a 25’-diameter, steel turntable at the 
far end of the lot. 

Now a drive-in customer simply drives 
onto the electronically-controlled turn- 
table, waits a few seconds as the turn- 
table revolves, and then drives off 
straight toward the drive-in window. 

Safety of the device is assured 
through a series of signal lights which 
tell the driver when to stop and pro- 
ceed, and photo-electric beams which 
operate control circuits automatically. 
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IMPRINTS REGULAR 
PERSONAL CHECKS TOO 


Vhnifti Check imprinting gives banks many advantages 


ThriftiCheck provides the imprinting equipment best 
adapted to a client Bank’s volume. Our newest auto- 
matic “push button” imprinter is supplied where vol- 





Pree Imprinter Ka 

Send for our free imprinter kit 
containing sample name tube, de- 
scriptions of the name tube filing 
system and the imprinter center- 
ing and locking device — plus the 
reasons why ThriftiCheck’s on- 
the-premises imprinting for 
ThriftiCheck and Regular Check- 
ing accounts is so economical. 
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ume is heavy. In addition, ThriftiCheck also provides 
complete operating supplies and business-building ad- 
vertising materials — at no cost to client Banks. 

Only ThriftiCheck has the exclusive name tube with 
automatic centering and locking device. Simplest yet 
speediest method of imprinting customers’ names on 
personal checks for both ThriftiCheck and regular 
checking accounts. 


Thuiftt Check 


‘ Service Corporation 


Successor to Bankers Development Corporation 
100 Park Avenue, New York 17, N. Y. 
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Edmonson Village branch, Provident Savings Bank, Baltimore, Maryland 


New bank office on third floor of a department store 


Lefebvre SORTERS 
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STEEL BANK 


and OFFICE UNITS 


to fit your needs 
and space. 


Tray housing 
counter units, tell- 
er units, account- 
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savings tubs, mon- 
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capacity files and 
cycle billing equip- 


| Copper tubing was installed under the 
driveway and the turntable, both of 
which are heated in the winter to pre- 
vent snow and ice from interfering with 
the operation. 


N.A.B.A.C. Conference 


A northwest conference of the Puget 
Sound, Spokane and Inland Empire and 
| Portland conferences or chapters of the 

National Association of Bank Auditors 

and Comptrollers is being held May 

7-8 in the Chinook Hotel, Yakima, 

Washington. The meeting is under the 

direction of general chairman George 

H. Westerman, auditor, Seattle-First 

National Bank, Seattle, Washington, 
| and his co-chairmen. 
| Subjects to be covered during five 
| round table sessions include: audit and 
| control of tellers’ cash; negotiability in 
| payment of checks; the open door to 
| temptation; collateral evaluation and 
| control; and basic internal controls. 

The individuals slated to serve as 
moderators at the sessions are, respec- 

| tively: Carl Rider, assistant vice-presi- 
dent, National Bank of Commerce, 

Seattle; John Davis, attorney, Washing- 
| ton Bankers Association; Jack Malarky, 
auditor, The First National Bank of 








Portland, Oregon; T. N. Carlson, credit 
examiner, Seattle-First National Bank, 
Seattle; and Walter F. Neubert, assist- 
ant cashier, United States National 
Bank of Portland. 

In addition to the “bull sessions,” 
Fred L. Stone, vice-president, Harris 
Trust & Savings Bank, Chicago, is 
scheduled to speak on personnel policies, 
and a Saturday luncheon speaker is 
James Brennan, vice-president, Old Na- 
tional Bank of Spokane, Washington. 


Branch in Department Store 


When the Provident Savings Bank, 
Baltimore, Maryland, opened a branch 
in the Edmondson Village department 
store recently, 12,500 people jammed 
the new quarters during an all-day open 
house. A total of 2,652 savings accounts 
were opened amounting to _ over 
$119,500. 

The new office is on the third floor 
of the department store and will be 
open from 10 a.m. to 2 p.m. Tuesdays 
through Fridays. 

Everyone attending the open house 
received an orchid. Those opening new 
accounts were given a pen set. In addi- 
tion, ten valuable door prizes, including 
an automatic washer, were given away. 








ment... insulated 
if required. 





N.A.B.A.C. leaders in Northwest who planned local conference 
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Increasing Reading Speed 


Many busy executives in banks and 
other financial organizations are ofttimes 
harassed by masses of “must” reading. 
The Research Institute of America re- 
cently published some tips on increasing 
reading speed which might be helpful. 
Suggests the institute: 

Skim when you can. Except in rare 
cases where you don’t want to miss a 
single word, read headlines, subheads 
and lead paragraphs only. 

Read phrases, not single words. Scoop 
up each eyeful. Reading phrases will 
result in fewer eye-hops. 

Don’t back-track. Resist the tempta- 
tion to return to what you’ve missed. 
As you develop speed, you’ll miss less. 

Don’t vocalize or lip read. These are 
tough habits to break, but they’re the 
ones that slow you up. 

Force your pace. At first this will 
seem unnatural. But practice will make 
it automatic. 

The institute says that it has been 
proved that the faster you read, the 
more and not less you understand. 
Developing this skill is not only a time- 
saver, but gives you a chance to achieve 
greater mental power. 
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Briefly Told 


Following an open house to show re- 
sults of a million-dollar modernization 
program, A. S. Puelicher, president, 
Marshall & Ilsley Bank, Milwaukee, re- 
cently expressed his appreciation for 
the floral arrangements received by hav- 
ing three dimensional color slides made 
of each arrangement. He then sent the 
slides, with an inexpensive paper viewer, 
to each firm or individual to show them 
exactly how their particular bouquet 
looked. 


* 


Over a quarter of a million people 
have visited the special exhibit room of 
the Erie County Savings Bank, Buffalo. 
The room was opened in June, 1951, and 
the bank has since held 37 exhibits of 
model railroads, parochial and public 
school art, etc. 


e 


This year the Minnesota Banker’s 
Association will revise and expand its 
“Treeville” program, which is designed 
to produce more trees and effect greater 
conservation practices. Under the new 
plan each county will have a “Tree- 
ville” program instead of the statewide 
events previously held. 
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The employee’s pension fund of the 
Central Bank & Trust Company, Denver, 
Colorado, recently purchased a 9-story 
building in Denver at a cost of $550,000 
cash, plus the trade-in value of a six-lot 
corner that had been owned by the 
fund since 1951. 


* 


R “To draw the attention of outstand- 
ing young people to the very real oppor- 
tunities in the banking business,” The 
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People’s First National Bank and Trust 
Company, Pittsburgh, has made avail- 
able a $1,500 scholarship to the school 
of business administration at the Uni- 
versity of Pittsburgh. 
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A joint regional meeting of the Mid- 
West and Lake Divisions of the Associ- 
ation of Bank Women will be held May 
14-16 at the Hotel Chase, St. Louis. 
Members from 12 states will attend. 


° 


The New Jersesy Bankers Association, 
the Savings Banks’ Association of New 
Jersey, and the New Jersey Savings and 
Loan League, ‘have announced jointly 


that their members would be asked to 
subscribe to the provisions of the 
Recommended Advertising Standards 
for Savings or Thrift Institutions as 
recently published by the Association of 
Better Business Bureaus. 


* 


The Green Point Savings Bank, 
Brooklyn, believes that circularization 
of the entire bank staff with information 
on forthcoming events is a valuable 
medium in cementing employee rela- 
tions. Accordingly, when construction 
was started on an addition to the main 
office, the bank went to the trouble and 
expense of furnishing all employees with 
layout drawings and complete descrip- 
tions of the new quarters. 
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I is no coincidence that so many out-of-town 


banks rely on American National for correspondent 


banking service in Chicago. 


They know that we are close to the heart of Chicago 
business and industry. They realize that because 
we are thoroughly familiar with the hub of the 


Midwest, we can offer them many extra services, 


If you are not already a correspondent of American 
National, why not make use of our day-to-day 


contacts and experience in the Chicago area? Call on 


us for any of your correspondent banking needs, 


American National Bank 





and Trust Company of Chicago 
LA SALLE AT WASHINGTON, CHICAGO 90, ILLINOIS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





25 

















Promoting Bank Good Will Via a Publie Service TV Program 


By Charles W. Pine 


Public Relations Department, Valley National Bank, Phoenix, Arizona 








As a public service the Valley Na- 
tional Bank early this year sponsored 
the televising of the annual rodeo parade 
which inaugurates the famed La Fiesta 
de los Vaqueros, or ‘‘feast of the cow- 
boys” in Tucson, Arizona. 

Preparations for the program involved 
close coordination between the bank’s 
advertising and public relations depart- 
ments, and with the television agency 
and Station KOPO-TV. The result was 
a fast-moving, hour-long telecast of the 
longest and largest parade of its type in 
the world. It was the first time the rodeo 
parade was ever televised. 

City goes “‘western.”’ During the four- 
day rodeo period Tucson goes completely 
“western.” Business suits give way to 
smartly-styled frontier coats and pants, 
ten gallon hats and high-heeled boots. 
Roving bands of bearded “vigilantes,” 
who in the rest of the year are mild- 
mannered businessmen, stop pedestrians 
to make certain they are wearing at least 
three items of “western” apparel. 

Friendly, informal and frequently 
spectacular, Tucson’s annual mid-winter 
rodeo parade attracts thousands of vis- 
itors. The spectators are always amazed 
.at the tremendous number of horses and 
horse-drawn displays in the parade. Me- 
chanically-propelled floats are barred. 

Homespun cowboys from nearby 
ranches, professional rodeo contestants, 
residents of the city and the winter tour- 
ists all join together to create a carnival 
spirit akin to New Orleans’ Mardi Gras. 

This year’s rodeo had a greater than 
usual historical significance. It com- 
memorated, for example, the hundredth 
anniversary of the signing of the Gads- 
den Purchase which officially brought all 


Tucson’s colorful “La Fiesta” parade is televised for the first 


The bank building provided strategic camera points 





of southern Arizona into the fold of the 
United States. 

Historical vignettes. With this and 
other phases of Tucson’s colorful pioneer 
days in mind, Carl A. Bimson, Valley 
Bank president, suggested that a number 
of historical vignettes be woven as “ad 
libs’”” into what otherwise would be a 
running commentary. He noted, for ex- 
ample, that as a replica of a Butterfield 
stagecoach rolled past the cameras, the 
narrator could intersperse his ‘‘ad lib” 
comments on the history of the fabulous 
stage line enterprise. ‘ 

In the same way, he pointed out, the 
narrator could handle other elements in 
the parade, such as the Southern Pacific 
float, those of merchants who could trace 
their mercantile activities back a century 
or more, the shrine of San Xavier del 
Bac, Indians, cowboys and famous per- 
sonages. 

In two weeks of intensive research the 
bank’s public relations department wrote 
more than a score of vignettes. Many of 
them disclosed little-known but colorful 
anecdotes and incidents of the past two 
centuries. During those two centuries 
four different flags flew over the walled 
presidio of the Old Pueblo, as Tucson 
was once known. 

A few weeks before the parade we 
contacted the television personalities who 
handle the annual Rose Bowl spectacle. 
They supplied us with many helpful sug- 
gestions. 

During the TV program, advertising 
copy was held to a minimum. Where it 
was used, it was tied in unobtrusively 
with the historical background copy. 
Even so, from a good will standpoint, the 
bank profited tremendously. Dozens of 
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Narrator Kievman interviewed participants, 








viewers, for example, wrote in to Mun- 
dey Johnston, vice-president in charge 
of the bank’s downtown Tucson Office, 
to express their pleasure with the in- 
formative commentary that accompanied 
the narrator’s account of the passing 
parade. 

Production coordinated. Mike Kiev- 
man, the narrator, who also handles 
“live commercials” on the bank’s weekly 
“Liberace Show” in Tucson, covered the 
parade with a portable microphone. Many 
times Mike dashed into the street to in- 
terview participants going by on horses, 
afoot, or atop a float. At other times he 
joined the camera crews perched on the 
second- and third-story balconies of the 
Valley Bank building. From these van- 
tage points he described the panoramic 
happenings along the throng-packed 
route. 

In a specially set-up room inside the 
bank building, agency representatives 
worked with the station engineers in 
selecting a fast-moving succession of 
scenes. All wearing earphones, the pro- 
duction people in the street, on the bal- 
conies and at the studio itself, kept in 
touch with each other and with Kievman. 

The effectiveness of the program co- 
ordination can be gauged from this letter 
received by station officials. ‘In pzst 
years,”’ said the letter, “I have always 
gathered with the crowds downtown and 
watched the rodeo parade in person. This 
year, because of a leg injury, I watched 
the parade on my TV set in my living 
room. And I felt that I saw more and 
learned more about this inspiring event 
than I ever did in the past. Good luck 
to you and the Valley Bank for your 
splendid presentation.” 
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Irving’s Correspondent Services start no further away than your telephone. 


When your “OUT” basket can’t catch up with your “IN”,., 
when questions arise calling for outside help or advice... you 


can be sure of prompt assistance from your man at the Irving. 


For all practical purposes, our representatives act as members 
of your own staff. If they were on your payroll, they couldn’t 
be more dependable in getting things done for you. 


The end result: better service to your present customers. .. 
new business...a more profitable operation for your bank. Irving 
Trust Company invites you to a discussion of its Correspondent 


Services at your convenience. Will you set a time? 


IRVING TRUST COMPANY 


ONE WALL STREET °« NEW YORK 15, N. Y. 
Capital Funds over $123,000,000 Total Resources over $1,400.000,000 


WitiraM N. Enstrom, Chairman of the Board Ricuarp H. West, President 
Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Picture Album of Ideas for New and Modernized Quarters 


Some of the latest variations in interior and exterior design, including drive-ins. 
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PANORAMIC WINDOW of the new quarters of the First 

National Bank of Millburn, New Jersey, is trimmed in white 

cast stone. The structure is of face brick on a steel frame- 

work and with a steel roof. A modern, functional design, 

the lobby has ten tellers’ windows, plus a drive-in window. 
Interior partitions are largely of glass 








FULLY-RECESSED GLASS FRONT is featured in the new 

building of the Citizens Bank of Tifton, Georgia, which has 

been cited as a model design for small city banks. Inside, the 

glassed-in bookkeeping department is nearly soundproof. A 

wood and glass wall separates the tellers from the bookkeep- 
ing department 














MULTI-COLORED BRICK FACING, gabled shingle 

roof, cupola with four-faced clock and weathervane, 

all combine to make of the new University-Culver 

office, Union Trust Company of Rochester, New York, 

a distinctive community landmark. The colonial motif 
is carried out in the interior construction 








ULTRA MODERN BANK SIGN matches the functional lines of 
the new quarters of Admiral State Bank of Tulsa, Oklahoma. 
Shown above are the two drive-in windows on the bank’s east side, 
with a drive that completely circles the bank and leads to a 
117-car parking lot. The lobby occupies the first floor; an 
L-shaped second floor includes a cafeteria and employee lounges 














BALANCED, MODERN DESIGN is shown in this frontal view of the new 

Tenafly office of the Citizens Northern Valley National Bank of Engle- 

wood, New Jersey. The severe modern facade is of red brick, trimmed in 

white marble. Walls are protected with built-in waterproofing units. 

Exterior doors and windows are aluminum, glazed with heat absorbent 
glass. Two drive-in windows are at the rear 
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SANDSTONE AND ALUMINUM trim the all- 
glass front of the new Plaza office of The 
Watertown (New York) National Bank. The 
office also has a drive-in window. Inside are 
featured modern tubular steel furniture, stain- 
less steel fixtures and wrought-iron accessories 
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SERPENTINE COUNTERS and 





new Strathford branch of the Bridgeport (Connecti- 
cut) Peoples Savings Bank are ‘of quartered striped 
American black walnut in natural color. The exterior 
is of colonial design, with red face brick, wood cor- 
nices, gabled roof and aluminum windows 


wainscoting in the 
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GRAINED MARBLE effect was achieved in the tellers’ counter in 

the newly modernized quarters of The Mitchell (South Dakota) 

National Bank. Since the walls and floor, columns and counter are 

all light colored, the flush-type fluorescent light fixtures give the 
room an added brightness 


SUPERBLY MATCHED WALNUT paneling, all taken from the 

same tree, is featured in the walls and tellers’ counters of the new 

Linwood State Bank, Kansas City, Missouri. Lighting combines 

indirect and spot beams with rectangular fluorescent fixtures set in 

an acoustical ceiling. A contemporary mural adorns the rear wall. 
Flowing lines prevail throughout 


COMFORTABLE FURNITURE for customers’ conven- 

ience is shown in this corner of the newly remodeled 

quarters of the Southern Bank of Commerce, Danville, 

Virginia. The tellers’ counter is finished in dark wal- 
nut. Not shown is a special children’s window 




















UNUSUAL LIGHTING is featured in the 
new quarters of the Boone (Iowa) State 
Bank. In addition to two types of in- 
direct white lights, a special switch 
arrangement makes it possible to change 
dome lights into several colors, Fixtures 
and furniture and one wall are of 
bleached walnut 
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“SIT-DOWN” NEW ACCOUNT COUN- 


TER on the officers’ deck of the new El 

Cajon Valley branch of The First Na- 

tional Trust & Savings Bank of San 

Diego, California. The counters are of 

African mahogany with tops of Rouge 

Neville Belgian marble. The floors are 
of terrazzo tile 

















ORIGINAL INLAID MARBLE in the 
tellers’ counters was retained in the mod- 
ernization of the Security National Bank 
Savings & Trust Co., St. Louis, Missouri. 
The counter tops were streamlined and 
finished in walnut grained Formica. A 
new lighting system vastly improved the 
appearance of the lobby 
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ELONGATED ISLAND TYPE, this drive- 
in of the. Wichita (Kansas) First National 
Bank features four windows beneath an 
attractive canopy. The building’s beauty 
is enhanced by a wide observation window 
at the front and by recessed lights in the 
canopy. Windows are 6-foot, flush type 
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THREE SEPARATE UNITS, each with its own spacious drive make for fast, 

convenient service at the new auto branch of the Bank of Akron, Ohio. At the 

front building there is also a walk-up window. Buildings provide overhead pro- 
tection for car and driver during bad weather 
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FOUR TRAFFIC LANES are accommodated at the new drive-in of The Central 

Bank & Trust Company, Denver, Colorado, The cars approach from a side street, 

fan out into four columns, and emerge on the street shown above. There is a 
walk-up at the right. The facility can handle 150 transactions per hour 
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LARGE PARKING AREA was planned with Marion, Indiana’s 


DISTINCTIVELY DESIGNED is the Habersham branch of 


traffic pattern in mind by the Marion National Bank at its the Liberty National Bank & Trust Company of Savannah, 

new drive-in and walk-up office. The street layout makes the Georgia. The office includes a drive-in window and a drive- 

new facility accessible from any direction, from any part of in island. Construction is of glass, Roman brick and red- 
the city. Drive-in and lot adjoin the main bank building wood; the location is attractively landscaped 




















UNDERGROUND TUNNEL connects this drive-in to the main CUSTOMERS BACK OUT at the new drive-in of the 


building of the St. Joseph Bank and Trust Company, South Bend, First National Bank of Pulaski, Tennessee. Experience 
Indiana. Mayor J. Scott is shown as the first drive-in customer, as to date shows that the drive-in and back-out arrange- 
bank president B. Patterson and directors C. Chizek, M. Tucker, ment is entirely satisfactory; business at the window 
W. Wolverton, C, Manion and E. Hummer look on has exceeded expectations 
30 Burroughs Clearing House 
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DOLLARS FOR YOU 
FOR NEW BUSINESS 
























Detailed explanatory booklets, well-briefed supervisors, minimize possible misunderstandings 


RESULT: NEW BUSINESS, VALUABLE SUGGESTIONS 





Providing SYAR¥ WNCENYIVE 


One objective of this award program is to make the 
staff aware that it is part of the management team 


PLAN to encourage employee 
participation in new business 
and management activities — 

launched last September by First Na- 
tional Bank in St. Louis—is on its way 
towards becoming a valuable, perma- 
nent addition to the bank’s personnel 
and business development programs. 
The plan, known as the Double 
Header Award Program, involves the 
payment of cash awards for new busi- 
ness developed by staff members as 
well as for suggestions that bring 
about greater operating efficiency, im- 
Drovements in policies, procedures, 





COVER PICTURE 


Two suggestion plan participants, 
Lois Parker and Arthur Kilz, the 
latter a four-time award winner 


May, 1954 


By 
Cc. ARTHUR HEMMINGER 


Director of Advertising and Public Rela- 
tions, First National Bank in St. Louis, 
St. Louis 2, Missouri 


working conditions and customer and 
internal relations. 

The Double Header Award plan is 
not, in any sense, a “contest”—and no 
effort has been made or is contemplat- 
ed to create the high-pressure, com- 
petitive atmosphere that sometimes 
characterizes contests and has a tend- 
ency to disrupt normal operating effi- 
ciency. Instead, its objective is to make 
staff members acutely aware that they 
are part of the management team and 
that their efforts are appreciated 
enough to be evaluated and rewarded, 


in cash as well as kudos, by an impar- 
tial committee made up of both officer 
and non-officer personnel. 

Despite this low-pressure approach, 
the Double Header Award Program 
has produced some gratifying results 
during the first six months of its ex- 
istence. 

On the suggestion side, 43 staff 
members have received cash awards 
of $5 to $75 each for 48 ideas cover- 
ing a wide range of improvements in 
operations, policies and procedures. 
Awards paid to date total $640, and 
65 additional suggestions are now be- 
ing studied by the suggestion com- 
mittee. 

On the business development side, 
369 or nearly 40 per cent of the bank’s 
967 employees have cashed in on new 
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NVITED TO GET IN THE SWIM! 


DOUBLE HEADER 
PROGRAM STARTS 
MONDAY 






Examples of a series of blotters distributed to members of the staff 


A “teaser” campaign stimulated advance interest 


checking and savings accounts and 
safe deposit rentals for a total of $1,- 
909.00 in awards and 178 others have 
joined the new business team by filing 
prospect cards. The box-score as of 
March 30, breaks down as follows: 


Total Cash 


Type of Opening Awards 
Accounts Number Balances Paid 
Regular 

Checking .... 67 $435,278.35 $ 636.00 
Special 

Checking .... 88 21,686.50 88.00 
Savings and 

Certificates 

of Deposit....190 218,439.47 1,088.00 





345 $675,404.32 $1,812.00 


In addition, First National employ- 
ees have received $97 in awards for 
obtaining 97 new safe deposit custom- 
ers whose annual rentals total $485. 

While the flow of new business and 
suggestions since the inauguration of 
the program has been consistent, some 
slackening off is expected during the 
summer months. To offset this, the 
committees plan to “sweeten the pot” 
in September for a 60-day period by 
adding individual prizes for high 
scorers, and, possibly, by the use of 
the familiar contest device of dividing 
the staff into teams and giving group 
awards in addition to distributing the 
individual incentive prizes. 


34 


The schedule of cash awards for 
new business is as follows: 

SAFE DEPOSIT BOXES: 20 per 
cent of the first year’s rental, up to 
$15 for any one customer, for each box 
rented. 

SAVINGS ACCOUNTS: Awards 
are paid on accounts with opening bal- 
ances of $10 or more according to a 


New Business and Suggestion Committees which determin 


New Business Committee determining April awards. 





schedule ranging from $1 for opening 
balances of $10 to $100, to $30 for 
accounts with opening balances of 
$5,501 or more. 

THRIFTICHECK ACCOUNTS: $1 
is paid for each new account, provid- 
ing the opening balance is $50 or 
more. 

REGULAR CHECKING AC- 
COUNTS: Awards are paid on ac- 


counts with opening balances of $200: 


or more according to a schedule rang- 
ing from $1 for opening balances of 
$200 to $500, to $50 for opening bal- 
ances of $20,001 or more. 

While the entire staff is eligible to 
participate in the new business phase 
of the program, no cash awards are 
paid to officers or to members of the 
staff who are regularly engaged, as 
part of their prescribed duties, in call- 
ing on customers and prospects or 
otherwise soliciting new business. 

An eligible employee, in order to 
participate, is required to file a new 
business prospect card, naming the 
prospect he has in mind and the type 
of account sought, at least a full busi- 
ness day prior to the opening of the 
account. 

In the case of regular checking ac- 
counts, employees are asked to consult 
with the bank’s new business depart- 
ment prior to making contacts with 
prospects in order to ascertain wheth- 
er or not the accounts they desire to 
solicit are already assigned to officers 
or other new business representatives. 

The new business department helps 
employees to make calls on prospects, 
whenever they ask for such assistance. 
The fact that an officer or new busi- 
ness representative cooperates in ob- 
taining new business suggested by an 
employee is not a deterrent to the pay- 
ment of the award due on the opening 
balance. 

As a rule, the new business com- 
mittee does not give credit, for award 
purposes, in an instance where a new 


C. W. Steger, H. Bretthauer, J. Orlando, E. C. Anderson, L. F. Ryan, 
G. W. Foley, M. D. Mueller 


award 





From left: I. W. Lonergan, 
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Extremely complete kit of supplies also includes introduction cards, literature on bank services 


account has been created by the trans- 
fer of funds from another First Na- 
tional account. However, the commit- 
tee reviews all cases of this kind and 
where it is clearly demonstrated that 
the employee actually put forth an 
extra effort to create additional busi- 
ness, the award may be paid, even 
though the account was opened with 
an “on-us” check. 

The suggestion phase of First Na- 
tional Bank’s Double Header Award 


Suggestion Committee considers numerous ideas submitted. From left: 


Program—like the new business pro- 
gram—is not a contest, but a year- 
around activity. Every member of the 
staff is eligible to participate, but cash 
awards are not paid to officers, and de- 
partment heads are eligible for awards 
only for suggestions to improve the 
operations of departments other than 
their own, because it is felt that im- 
proving their own departments is part 
of their regular duties. 

Suggestion blanks are available to 


awards are made up of both officer and non-officer personnel 


P. P. Oden- 


walder, W. A. Heidell, F. J. Sudekum, R. J. Miller, E. L. Winkler, 
J. W. Lederle, L. A. Stratmann 





May, 1954 





the staff either through the personnel 
department or from special holders 
provided throughout the bank. 

Our suggestion blanks, which were 
modeled after the best we could find 
in use in other banks and industries, 
are serially numbered and designed so 
that the participant, if he desires to 
do so, can withhold his identity until 
he is called upon to receive his award 
or obtain reasons for the rejection. 

The receipt of all suggestions is 
promptly acknowledged by the com- 
mittee and the serial numbers of all 
suggestions under consideration are 
posted on bulletin boards provided for 
that purpose. The bulletin boards also 
list the serial numbers of suggestions 
that have been either accepted or de- 
clined. Whenever a suggestion is re- 
jected by the committee, the person 
submitting it receives prompt notifi- 
cation and an explanation of the fac- 
tors which influenced the committee’s 
decision. (Incidentally, no member of 
the committee knows the names of 
persons submitting suggestions until 
final action has been taken.) 

After each suggestion is submitted 
it is thoroughly checked for practica- 
bility by the department head in- 
volved, and his recommendations, 
made either in writing or in person, 

See BUILDING STAFF INCENTIVE—Page 82 
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N.A.B.A.C. now offers to help any country bank 
in improving its internal controls 


AUDIT COUNSELING SERVICE 
-- New Atd to Small Banks 
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By 
HENRY J. BOONE 
Editor, Burroughs Clearing House 


In its war on bank fraud, The Na- 
tional Association of Bank Auditors 
and Comptrollers has just taken a far- 
reaching step that is of special in- 
terest to the smaller institutions. It has 
announced a counsel-and-aid program 
in which it offers to work directly and 
individually with the smaller banks 
toward the inauguration of fraud- 
prevention controls. 

The new program was announced 
in Washington, D. C. in late February. 
It followed a two-day discussion of the 
proposal between the association’s 
entire nine-man executive board and 
some fifteen officials of the bank super- 
visory agencies. Heading the latter 
group were Chairman William McC. 
Martin, Jr., and Governor J. L. Rob- 
ertson of the Board of Governors of 
the Federal Reserve System; Board 
Chairman H. Ear] Cook of the Federal 
Deposit Insurance Corporation; Dep- 
uty Comptroller of the Currency L. A. 
Jennings; and Special Agent Court- 
ney A. Evans, representing J. Edgar 
Hoover, of the Federal Bureau of 
Investigation. 

As the new plan unfolded, it was 
accorded an enthusiastic reception by 
the Washington group. It was greeted 
as a timely program and one that 
brings a new impetus to the establish- 
ment of internal controls both to make 
fraud difficult and to minimize the 
hazard of loss through errors. “It is,” 
said one of the officials, “indicative of 
the association’s efforts to insure bet- 
ter and safer banking.” 

Speaking for the association, Presi- 
dent Ira C. Chaney covered the need 
for the program as well as the details 
of how it would work. “Embezzlement 
can be attributed primarily to the lack 
of internal controls,” said Mr. Chaney, 
who is auditor of the Crocker First 


National Bank, San Francisco. There 
are too many banks, he added, in 
which effective controls are non-exist- 
ent. In these banks, he said, corrective 
measures can be taken only by the 
management and the boards of di- 
rectors, and it is to them that the 
association’s help is being offered. 

“Help, counsel and aid are now 
available to every bank whose man- 
agement is interested and willing to 
take positive, corrective action,” Mr. 
Chaney announced. “This counsel will 
be available with no strings attached. 
Membership in the association will not 
be a prerequisite. There will be no 
charge for the service and there will 
be nothing to buy.” 

All that it is necessary for the in- 
terested bank to do is to appoint a 
control officer with whom the associa- 
tion can work. This appointment can 
be made either through a resolution 
by the board of directors or by action 
of the bank’s chief executive officer. 


HE next step, continued Mr. 

Chaney, is a very simple one. It is 
only necessary for the bank’s execu- 
tive officer either to call or write The 
National Association of Bank Audi- 
tors and Comptrollers, First National 
Bank Building, Chicago 3, Illinois, 
state that his bank is interested and 
supply the name of the control officer. 

From this point, one of two courses 
will be open. The association has one 
method of procedure that may be re- 
ferred to as a preferred plan and one 
that may be referred to as an alter- 
native plan. Both, incidentally, are 
thoroughly practical. 

Under the preferred method, ar- 
rangements will be made for the con- 
trol officer, either individually or 
accompanied by one of the bank’s 
officers, to. come to the association’s 
headquarters in Chicago for a two- 
day meeting with the association’s 
technical staff. At this meeting, the 
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Booklet describing plan is 


association will obtain the basic back- 
ground data necessary to a complete 
understanding and appreciation of the 
characteristics of the particular bank 
represented. At the meeting, also, a 
start will be made toward the develop- 
ment of a control program tailor-made 
for the bank. Subsequent steps, under 
the preferred plan will include the 
issuance of a report by the technical 
staf, including its recommendations, 
and the appointment of a counselor. 

Two points should be stressed in 
this discussion of the _ preferred 
method. The first is that the associa- 
tion is well equipped to extend this 














available from N.A.B.A.C. 


service. It is not a new service to the 
association, and the present program, 
in this regard, actually represents an 
extension of the work of the technical 
staff. The second point is that the visit 
by the control officer will be by ap- 
pointment and that the visit will be 
so scheduled as to insure special plan- 
ning of the individual bank’s pro- 
gram. 

Under the _ alternative method, 
where it is not feasible for the control 
officer and his executive officer to visit 
Chicago, a mutually acceptable coun- 
selor will be appointed by the associa- 
tion to meet with the officers. The 


counselor will be a fully qualified 
bank auditor or comptroller, an asso- 
ciation member in the same area. 
The service that he will offer will be 
comparable to that extended by the 
technical staff at the headquarters’ 
office. In either case, even beyond the 
development of a plan for the bank, 
the control officer will be encouraged 
to continue his discussion of the 
bank’s audit problems either with the 
counselor or with headquarters. 


T should be noted, in passing, that 
the counseling service now being 
offered is made possible by the sub- 
stantial growth of the association and 
the expansion of its facilities in recent 
years. Today, the association has some 
147 conferences, or chapters, in all 
sections of the United States, and in 
Hawaii and Alaska and in other coun- 
tries, and is thus in excellent position 
to put the new program into effect. 
The new plan for smaller banks is 
being offered through a booklet that 
is now being readied for distribution 
at N.A.B.A.C. headquarters in Chi- 
cago. It is entitled “Here is the Key 
to Internal Controls.” It is illustrated 
above at left. Executive Secretary 
Darrell R. Cochard explains that the 
booklet is devoted only to the pro- 
gram and its organization by the 
See AUDIT COUNSELING SERVICE—Paze 86 
*Members of N.A.B.A.C.’s executive board outline 
plan to Washington officials. Seated, from left: 
F. E. Tracy, F.D.1.C.; G. Goodman, Federal Re- 
serve ; Paul D. Williams; G. W. Chappelear, F.B.I. ; 
E. L. Stucker; W. M. Taylor, Comptroller’s Office ; 
G. Ehrhardt, E. F. James, R. H. Shepler; W. McC. 
Martin, Jr., Federal Reserve; I. C. Chaney; H. E. 
Cook, F.D.I.C.; Robert F. Goodwin; J. L. Robert- 
son, Federal Reserve; S. H. Bomar; L. A. Jen- 
nings, Comptroller’s Office; H. G. Diefenbach; 
G. S. Sloan, Federal Reserve; A. R. Burbett; V. 
L. Sailor, F.D.1.C.; F. A. Gibbons, Jr.; and W. G. 
Loeffler, F.D.I.C. Standing, from left: C. A. Evans, 
F.B.I.; R. E. Shearer, F.D.1.C.; H. F. Quinn, 


Comptroller’s Office ; F. Campbell, F.D.1.C.; and 
D. R. Cochard. 





The program has had an enthusiastic reception from Washington supervisory agencies* 
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Hlere’s evidence that a small group of banks 
ean get together on a practical program 


slanted to the local area’s needs 


A Counti-Nide 





PUBLIC 


RELATIONS PLAN for banks 


NDIVIDUAL banks conduct public 
relations programs and various 
state and national groups have 

been active in the field of bank public 
relations. But there is a void in be- 
tween these groups. This void is being 
filled, insofar as the Bergen County 
banks are concerned. 

The Bergen County Bankers Asso- 
ciation, made up of 38 banks in Bergen 
County, New Jersey, has its own pub- 
lic relations program. 

This county group is large enough, 
in number of banks and resources, to 
carry on a forceful, practical program 


By 
J. WILLIAM IRWIN 
Vice-President, Mack & Irwin 


Advertising Agency, 
Freeport, Long Island, New York 


of public education, yet it is small 
enough to give each bank a chance to 
participate actively in the program. 

The emphasis, in the Bergen pro- 
gram, is on public education. The pro- 
gram now in its fourth year is modest, 
from the financing standpoint, and it 
is practical in that it uses a down-to- 
earth approach and does not fly off 


into the “wild blue yonder” of in- 
tangible theories. 

The Bergen public relations pro- 
gram is designed to reach people in 
several ways. Currently, the emphasis 
is on education about banking and 
about money management, and it is 
taking the following forms: 

Newspaper Publicity. A series of 
feature stories is being sent on a 
monthly schedule to the papers in each 
town in Bergen County. Note that 
these are feature stories, not news 
releases. The big county paper, the 
Bergen Evening Record, publishes 


Two primary methods of reaching customers and the public with external releases 


Feature stories for press are prepared monthly 





Mailing pieces also cover questions on banking 











A Check On Checks 


Bank Association’s Study Shows Public 
Misunderstanding Of Checking Accounts 


Photos By Stuart Davis 


Mo day & young housewife in a Nortn = Pounty Bankers Association. the survey han te~ 
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ALTER MY CHECKS?” 


ways use ink, Study the sample 
that the name of the person to 





A properly drawn check is very difficult to alter. Al- 


Questions about Banking 


that are frequently asked 


in BERGEN COUNTY 
WITH BRIEF, CLEAR ANSWERS 





IN THIS MODERN AGE, banking is no longer a mystery to most people. Nearly every man and woman, 
and many young people, have some form of contact with banks and bank services, Actual use of a bank 
is of course the best way to gain understanding of banking. . 

There are, however, certain aspects of banking that give rise co frequent questions by depositors 
and others. A survey was made recently by the Bergen County Bankers Association to learn just what 
questions were most frequently asked about banking in Bergen County. 

This folder presents the questions repeated most often, and gives brief answers in understandable 
language. We hope that you will find this information interesting and of practical value. 


“HOW CAN I BE SURE NO ONE WILL The amount in figures is written close to the dollar sign, 


with the amount of cents underlined for protection 

against changing. Your signature is important; develop 

. a definite banking signature and always use “it. Other 

check shown here. Note “ sound safety practices are to make our the stub or check 

be paid is started at the record first, and to keep cancelled checks and copies of 
your banking signature where a dishonest person can't 
find them. Never dare a check ahead. 

















on MS 
BANK OF YOURTOWN “HOW SHOULD I ENDORSE A CHECK?” 
ee ae wh The endorsement you should use depends on the dis- 
pss 77. Fee position you wish to make of the-check. Here are four 






major forms of endorsement which, properly used, can 
contro! the use of a check, insure its safety and procect you. 































When you just sign your name, 
that is a BLANK ENDORSE- 











extreme left and followed by a wavy line. This is done 
also with the the amount written in words. By doing this 
you prevent a forger from changing the name or amount. 








MENT. The check may be cashed 
by anyone who bas it, so use this 
form of endorsement with care. 
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QUESTIONS 
FREQUENTLY ASKED 
ABOUT BANKING 

IN BERGEN COUNTY 


All of us who work in banks know that the public is in 
the dark about masy banking matters. For example the 
subject of service charges is more or lew of a mystery to 
many depositors, 


In ap effort w learn just what misunderstanding are most 


Afwer 
public misundermandings, we found that the “areas of 
** could be divided into three groups: 


| 


@, Relating to checking accounu 
b. Relating to loans and other services 
c, Concerning banking in general 


Por your information the committee is sting here the 
most common questions. Following each is a brief an- 


RELATING TO 
CHECKING ACCOUNTS. 


1, “MAY I ENDORSE MY HUSSAND'S NAME ON THIS 
CHECK?” It may surprise come wives (and husbandy wo 
jearn that they are teally forgers when they endorse the 
other's same on @ check. When presenting a check © 
another, or for cashing, always be suze it ts properly en- 
dorsed by the one named on the face of the check. 


2. “THIS 1S A GOVERNMENT CHECK. WHY DOESN'T 
THE BANK CASH IT WITHOUT QUESTION?” A govers- 
ment check isn't cash. Wh ts an order w pay « definite 
sm w a specified person. The government insists that 


protect the interests of the general public. 


3. “HOW CAN I BE SURE NO ONE WILL ALTER MY 


other writing. Then following the name and written 
amount put heavy, wavy lines a ao one can add anything, 
Sign with your regular signature. Some other time-tested 
check practices are t make out the sub first, snd © 














PUBLIC RELATIONS COMMITTEE « BERGEN COUNTY BANKERS ASSOCIATION 








STAFF BULLETIN A GOOD 
BASIS FOR STAFF MEETING 


The Staff Bulletin on common misconceptions about 
banking hss been received and used with enthusiasm 
by nearly ali the member: of our association. The 
total orders for 2,000 copies approximete the number 
of maff people in the county, 


Several banks have used the material in the Staff 
Bulletin as a basis for naff meetings, You will find 
the themes “Common Misconceptions”, or “*fre- 
quently Asked Questions’’ good ones for discussion- 
type staff meetings. Ali you need to do to start 
lively discussion ts to ask staff people to tell about 
question: they heve encoumered, and then to give 
everyone 2 chance to suggest propet ways to give 
euswers, 


An imeresting way to develope this idea into a series 
of maff conferences would be wo have some of the 
aff men end women act out informal sidts in which 
# bank customer reveals a misunderstanding. ot seks 
abasic quemion. for inmance, « situation could 
easily be developed in which a cumome: would ask 
a wller...“"l don’t we why the bank makes these 


service charges on checks anyway!’ Information _ 


can be copveyed interestingly and effectively by 
this method of demonstretion and discussion. 


READY SOON... .A FOLDER 
FOR PUBLIC DISTRIBUTION 


Shortly after the firs of the new year your com- 


The folder will comtain the questions revesled by our 


Brief snswers in Language that can be readily under- 
stood by the pablic will be given for the various 
questions, 


Sample copies of this folder will be sent to each 
bank, and you will have the opportunity to order if 
you wish to distribute this information to your cus- 
tomers and others, 


It is your commitvee’s opinion that the general dis- 
tibution of this folder in Bergen County will do much 
good in dispelling these misunderstanding: thet arise 
again and again in out daily work. 


ALSO COMING....A TEACHING 
AID FOR YOUR SCHOOLS 


Here again we pian to use the common questions as 
& bests for « teaching aid. Copies of this will be 
went to you soon, with suggestions for obtaining the 
cooperation of your local schools, The teaching 
aid will be written in language thet will make this 
piece suitable for use im junior high particularly, 
also in senior high schoo] courses, 
= 


IMPORTANT MEETING 
IN JANUARY 











swer, in simple language, that could be used in supplying 
information when you encounter people asking these 
questions. ahead, 





Suggests answers to questions about services 


keep cancelled checks where a dishonest person can’t 
find them and copy your signamre. Never date a check 








mittee hopes to have ready « new folder with he 
tentative title “QUESTIONS that are frequently 
asked about BANKING in BERGEN COUNTY*’. 





The meeting of the Bergen County Bankers Auocia- 
tion at the Swiss Chalet, January 21, has special 
significance. A notice of this meeting has siready 





Keeps managements informed of the program 


Examples of periodic bulletins prepared for internal distribution within the banks 


these feature stories regularly, some 
in the regular news section, and some 
in the ‘“‘Week-End Magazine” section. 
Because of the human interest ap- 
proach the newspaper welcomes these 
feature stories. 

One feature story highlighted in- 
teresting facts about the use of checks. 
The Bergen Evening Record headlined 
the story “A Check on Checks” and, 
on their own initiative, illustrated the 
story with photographs of people in 
banks cashing checks and opening 
accounts. 

Another story was on the subject of 
family money management and car- 
ried the headline “Bankers Suggest 
7-Point Get-Ahead Program.” The 
article dealt with everyday money 
problems and how they can be solved. 

A third story outlined common mis- 
understandings about banks and bank- 
ing and served to clear the air regard- 
ing some general misconceptions about 
banks. 

A similar story, in reduced form, is 
sent to the banks for distribution to 
the local weeklies. The plan relies on 
bank cooperation at the local level to 
get the stories to the papers, thus 
stimulating cooperation between the 
bankers and the press. 

In some cases, two or more banks in 
a town join together in issuing the 
release to their local newspaper. The 
releases are designed to enable the 
local banks to insert names of bankers 
and items of particular local interest. 
In some cases the “local’”’ releases are 
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rewritten entirely by the banks. 

Special stories are occasionally sent 
to the newspapers when conditions 
warrant. These are of a timely nature, 
such as a statement by Fredric S. 
Bayles, president of the county asso- 
ciation, as to the effects of the nation’s 
monetary policy. 

Folder for Public Distribution. 
Twice a year, a folder is distributed by 
the banks to their customers and other 
public groups. Currently, this folder 
carries the same educational theme as 
the newspaper feature stories. It pre- 
sents “Questions about Banking that 
are frequently asked in Bergen 


County.” The material was obtained 
through a survey of all the banks 
regarding the most-frequently-asked 
questions. 

Again, the individual banks are 
called upon for cooperation in dis- 
tributing this public piece. 

Staff Bulletin. Bulletins are dis- 
tributed to staff members by each 
bank periodically. This bulletin goes 
into greater detail on the subject that 
is being publicized via newspapers and 
direct mail. It suggests answers which 
bank people can use when the cus- 
tomers ask questions about bank serv- 
See COUNTY-WIDE PUBLIC RELATIONS—Page 95 


The county association also undertakes special projects 


Booth features bank assistance in home financing and modernization 


BORROW AT YOUR LOCAL BANK TO FINANCE 


WIN 
250 + 25 


EIGHT 
CASH PRIZES 
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First applied to special checking accounts, 
this system has proved so successful 
that its use is being extended 


POST TO CHECK OPERATION 
Cuts Bookkeeping Cost 


UR present unusual method of 
handling the bookkeeping and 
statement work on _ special 

checking accounts got its start in a 
department store. One of our large 
local stores shifted from first-of-the- 
month billing to cycle billing, splitting 
up its list of charge customers into 
alphabetical groups which it then 
billed in regular monthly cycles. Thus 
it broke up its end-of-the-month peak 
load and began bringing in customers’ 
remittances in a more steady flow. 
This is generally called cycle billing, 
and we generally call our system 
cycle-and-save because of this fact. 


By 
J. A. HALL, IE 


Deputy Comptroller, The Citizens & 
Southern National Bank, Atlanta, Georgia 


Pay-as-you-go checking accounts al- 
ways present the problem of how to 
cut costs; the expense of handling 
these small accounts is disproportion- 
ately high when considered as a frac- 
tion of the total revenue that they 
produce. Our first impulse, on looking 
at the department store’s new system, 
was to ask ourselves why we could not 
adopt it bodily to spread the work 
load of our special checking accounts. 





But on closer inspection one difficulty 
developed that would certainly evoke 
objections from our auditing officers, 
and if not from them, then from the 
national bank examiners. The store 
simply stacks up the charge tickets of 
each account until time to send the 
customer his monthly statement, then 
runs them at that time. With checks 
and deposit tickets all representing 
cash, such a system adopted in a bank 
might open the door too wide to pos- 
sible irregularities. It was felt that we 
must post our bookkeeping items daily 
so that we could keep them under 
closer audit control. 


Four bookkeepers in centralized department handle posting of 15,000 special checking accounts 


Supervisor and utility girl are in foreground. Posting operators and their account trays are at rear 
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Burroughs Clearing House 
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Directly on the face of the check, operator posts old balance, date, check 
amount, and new balance 
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Visible check holder, of clear plastic, contains signature card, account history card, 
posted checks and deposit slips 


Posting plan completely eliminates traditional ledger card 


The solution that we eventually hit 
upon was to abandon the traditional 
ledger card and to post instead directly 
to the face of the check or deposit slip. 
By posting in this way daily, inserting 
the check or deposit slip directly in 
the posting machine, we thus keep a 
running record of each balance and 
of the day’s debits and credits. We 
cycle our statements, in true store 
style. 

It should be pointed out here that 
checks and deposit slips are handled 
identically in this routine, with two 
exceptions which would be obvious to 
iny bank operating man. These are: 
i. Checks are debits, deposits are 
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credits; 2. Canceled checks are re- 
turned to the customer with his state- 
ment, but deposit slips are retained in 
the bank’s files. Throughout this step- 
by-step description of the routine, the 
word “checks” will be used instead of 
“checks and/or deposit slips.” 

Before going into a detailed descrip- 
tion of just how we handle this new 
routine, it might be worthwhile to 
sketch in some of the advantages that 
we have obtained from our new sys- 
tem. In our own organization we have 
brisk and frequent arguments as to 
whether the biggest gain thus far 
achieved is from greater accuracy or 
lowered expense. To give the high- 


lights at once, let’s point out that with 
our more than 15,000 special checking 
accounts we now average sending out 
not more than two errors a month to 
customers in their statements, and 
that we do all this with four posters, 
two statement clerks, and two super- 
visor-utility employees instead of the 
fourteen people formerly required. 
Incidentally, our auditing people ap- 
praise the system quite differently 
than the operating people. The audi- 
tors insist that the greatest advantage 
of the method is that it gives more 
positive, more frequent, and alto- 
gether more thorough audit control 
than traditional methods. 


ATHER than detailing the advan- 

tages further at this point, it 
seems advisable to proceed with an 
explanation of the system and how 
it works. Only when a bank oper- 
ating man understands the beautifully 
simple operation is he likely to accept 
at face value the advantages that we 
are always eager to point out. Until 
a visitor sees it at work, he inclines to 
discount our claims as over-optimistic 
and too good to be true. Therefore, in 
giving this written explanation of the 
system we had better take the reader 
through it step by step, as the nearest 
equivalent to showing it to him per- 
sonally. 

First, it is helpful to understand 
the functions performed and the per- 
sonnel involved. There are eight people 
in the department, divided into three 
different crews. These are as follows: 

1. Supervisor and a utility girl. 
They sort, answer the telephone, per- 
form all of the miscellaneous func- 
tions, and help out where help is 
needed in the department. 

2. Posters. Four, each handling 25 
per cent of the special checking ac- 
counts. Their principal task is posting 
items—they correspond most nearly to 
conventional bookkeepers. 

3. Biller and a biller checker. They 
make up statements and get them 
ready for mailing, in the process pro- 
viding a final audit control on the 
entire department. 

Essentially the system consists of a 
very few operations. Items are pre- 
sorted, usually by the supervisor and 
the utility girl. But posters also help 
with this if the work load turns out 
more conveniently that way. Each 
poster is a completely independent 
operating unit in the department, and 
the biller and billing checker also per- 
form separate functions. The super- 
visor and the utility girl are a team, 
which is itself a separate unit. But all 
these girls pitch in to help one another 
at the end of the day, and they all go 
home at the same time, when the day’s 
work is finished up. They step outside 
their individual duties, however, on 
only. the miscellaneous tasks such as 
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Biller and billing checker prepare and microfilm 
statements. They are auditing personnel 
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ATLANTA, GEORGIA 
JOHN DOE 
16 ANYWHERE ST. 
Atlante, GA. 
jute CHECKS DePosits DATE | == | BALANCE 
161.47+ 20.00 - 10.00= 5.00 - 11.50+ 
84.25- 100.00 + 
40.00 = 25.00- 7.50< 
2.50 = 55.50- 100.00+ 
5.75= FEB 16°54 11747 ¢ 
JOHN DOE CITIZENS & SOUTHERN BANKS 
16 ANYWHERE ST. HISTORY CONTROL CARD 
ATLANTA, GA. INDIVIDUAL ACCOUNTS 
——_Dete__{ Cheels [BALANCE [Date] Checs | BALANCE 
JAN 16'54 161.47 
FEB 16°54 117.47 * 
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Statement balance must tally with that on last entry posted; machine 
then also prints balance on history card 


Statements are cycled over a 20-day period; the two-girl team prepare 750 statements daily 


sorts and listings. Actual posting, 
billing, and checking are handled only 
by the people that are assigned to 
these operations. 

The sort, which works the items 
down to an absolute alphabetical order, 
is the first step after the items come 
from the proof department. The ac- 
counts are divided into 20 alphabetical 
sections, on each of which we make up 
the statements at a particular cycle 
time each month. These sections would 
be 20 ledgers if we had ledger cards 
instead of posting to the check itself. 
Each account has a clear-plastic visible 
check holder which really replaces the 
ledger card in our system. 

Each of the four posters handles 5 
sections as her clear-cut field of re- 
sponsibility. In this respect our 
method is very unlike the usual sys- 
tems where two or more persons 
handle various parts of the work. Our 
posters are independent of one an- 
other. In their posting they do not 
have to work together. Each arrives 
at her own totals and is entirely re- 
sponsible for her own five-section 
book. If an error creeps in, there is no 
question as to who was responsible. 

After the final alphabetical sort, all 
of the items for each of the 20 sections 
representing the 20 statement cycle 
days of the month are listed on an 
adding machine. This is the poster’s 
job, but this is one of the tasks on 
which the supervisor and the utility 
girl may help if that procedure fits 
the day’s work load of the department. 
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There are six adding machines in the 
department to make this convenient. 
This task is completed last thing in 
the afternoon. 

In the morning the posting opera- 
tion gets underway. The posting clerk 
starts with the first account that has 
any activity in her section. She puts 
the check in her posting machine and 
looks at the check holder for that 
account which contains at the back 
the account signature card, next the 
account history card, then the checks 
in order from back to front as they 
have been received during the cycle 
period. The check in the front of the 
check holder is the most recent, and on 
its face just below the amount line is 
already printed the balance after the 
last previous item was posted. 


HE operator picks up this previous 

balance in the machine, which 
prints it in black on the lefthand side 
of the check. She posts the amount of 
the check and the posting date in red 
to the right, then she gets the new bal- 
ance which prints in black just above 
the signature. Now she removes the 
check from the machine and files it in 
the visible check holder. 

However, if more than one transac- 
tion occurs in that account on this day, 
all of the posting still is done in one 
operation. She picks up the previous 
day’s balance and posts the amount of 
the item and the date on the face of 
the first check she reaches. Then she 
puts the next check in the machine in 


front of the other without removing 
the previous one or more. She posts 
the amount of each item and the date 
on the check itself, but does not print 
the new balance until she reaches the 
final check of that account series for 
the day. Thus, without having gone 
through each computation separately, 
she still manages to get the new bal- 
ance on the face of the check that will 
show in the visible check holder—the 
essential result required. 

As has been already explained, there 
are four posters and 20 sections. Each 
poster handles five sections. She ac- 
cumulates her totals in her machine 
for each section each day. Thus her 
control figures for each section at the 
close of each day’s business consist of 
the totals of the items she has posted. 
The total for each section must agree 
with the total for that section that 
she ran on a listing tape before begin- 
ning to post the batch. Her day’s post- 
ings should equal that figure. 

Only rarely does a difference occur 
at this point. But if there is a differ- 
ence, it becomes relatively easy to find 
even though the checks have been filed 
into the visible check holders and these 
in turn returned to the trays. A sec- 
tion has about 750 accounts ‘and on a 
typical day about 300 of these accounts 
show some activity. Thus, the tape list- 
ing will show 300-plus items and the 
posting machine will show the same 
300-plus items in identical order be- 
cause the items were pre-sorted in 

See POST TO CHECK OPERATION—Page 88 


Burroughs Clearing House 
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At the end of Director Clutehbill’s search for 
a missing customer, there’s a golden rainbow 


Ferndale National's Boom in 


Sale Deposit Revenue 


Illustrated by 
Charles Herzog, III 


cautioned Mr. Clutchbill 


ELIX SPRINGER, the village 

hardware man, had done it before 

when a customer of the Ferndale 
National had lost his safe deposit box 
keys. This time the customer hadn’t 
iost his keys. As the electric drill 
nunted in for the hidden hinge screws, 
Director Clutchbill and Cashier John 
Atwood glanced at each other, and 
there was a look of uncertainty in 
heir faces. It had been five years. 
Something strange had happened to 
this box customer. He had abruptly 
disappeared. A little worthless mail 
had come to him at the post office, 
ad then all contact stopped. It looked 


“Now, Hiram, try to get a big 
enough picture of the wax seal,” 


By FRED COPELAND 


as though there might have been foul 
play ... even murder. 

The drill sent up a high bumblebee 
buzz, and plunged through the last 
hinge screw. 

“Step forward, Socrates,” said Mr. 
Clutchbill in the mellow voice of an 
undertaker to the tall, slim, shadowy 
figure in the vault entrance. “In your 
official role of overseer of the poor 
and town clerk of the Village of Fern- 
dale, you must be witness to the act 
of opening this box.” 

Socrates Holmes, burning with cur- 
iosity, moved his thin frame ahead. 
see SAFE DEPOSIT ADVENTURE - Page 96 














The Shenandoah (upper left) joins the 

P. P. e Potomac at Harper's Ferry, West Virginia, 
otomac ortrait where three States converge ...... 

West Virginia, center; Virginia, left, 

and Maryland, right. 





NO. 4 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 


— 


— WA so Ollie Atkins 
SS Cu 


Signature of P resident James Buchanan, a RIGGS 
customer at the time of John Brown’s ill-fated raid 


on the arsenal at Harper's Ferry in 1859. 


The RIGGS NATIONAL BANK 


of WASHINGTON, D.C. 


FOUNDED 1836 e LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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WASHINGTON VIEWPOINT 








Tax Developments 

Early 1954 has produced three ma- 
jor tax developments of vital interest 
to banks. These three stand out con- 
spicuously. There are also minor tax 
questions being settled by legislative 
and administrative decision, for the 
tax picture is never static. 

First among the developments is the 
publication of a set of amendments to 
the Internal Revenue regulation on 
banks’ additions to reserves for bad 
debts. This is a supplement to Mimeo 
6209, and comes in the form of IR- 
Mimeo 54-55 dated April 8. The effect 
of the new document is to permit 
banks to have some choice in the es- 
tablishment of the 20-year period of 
loss experience. 

Now a bank may go back as far as 
1927 for the initial point of its base 
period. This is advantageous in most 
cases since it permits the averaging-in 
of the loses suffered during the eco- 
nomic gyrations which culminated in 
the stock market crash of 1929 and the 
subsequent forced liquidations. The 
American Bankers Association had 
hoped for a ruling that would give all 
banks the benefit of an industry-wide 
basis of loss experience during that 
disastrous period, but the Commis- 
sioner has held that each bank must 
rely on its own loss experience. 

Once a bank has selected its 20-year 
span of loss experience for bad debt 
reserve accumulation under Mimeo 
6209, as now amended, the bank can- 
not shift the span to a new starting 
point without first obtaining the 
Commissioner’s assent. 

Here is the key language of the new 
Mimeo: “In lieu of the moving aver- 
age experience factor provided in par- 
agraph 3 of Mimeograph 6209, which 
is determined on a basis of twenty 
vears including the taxable year, a 
bank may use an average experience 
actor based on any twenty consecu- 
tive years of its own experience after 
the year 1927. Such average experi- 
ence factor, representing the percent- 
age of bad debt losses to loans for the 
veriod selected, applied to loans out- 
<tanding at the close of the taxable 
vear, determines the maximum per- 
missible addition to the reserve for 
the year.” 

Second, the Internal Revenue Code 
©: 1954, passed by the House of Rep- 
resentatives and now under Senate 
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By JOHN DONOGHUE 


Washington Correspondent 


consideration, offers opportunities for 
reexamination of existing pension 
plans and a new start in pension plan- 
ning, as analyzed by the Commerce 
Clearing House. 

It is held that “automatic qualifica- 
tion will be granted plans meeting 
specified standards as to employees 
covered under the new law. A plan 
would qualify, for example, even if it 
covers only hourly-paid employees, 
salaried employees, workers employed 
for not less than 5 years, employees 
earning a specified annual amount no 
greater than $4,000, employees who 
have reached a specified age up to 35, 
or employees in a particular operating 


unit, or a combination of these classes | 


of employees.” 
While somewhat obscure, the fore- 
going analysis does give some idea of 


the Congressional intent on pension | 


plans. The meaning is that Congress 


seems to favor giving to banks the | 


pension plan benefits intended to pro- 
vide security for junior employees. 

Third is the decision by the Internal 
Revenue Service that a bank’s share- 
holders cannot set up a separate corpo- 
ration to hold securities which the ex- 
aminers declare improper for the 
bank, except that they pay income 
taxes on the transfer. 

The Commissioner holds that such a 
maneuver is no less than a special 
form of dividend and should be taxed 
as such. The point was raised in a hy- 
pothetical case, so that the bank in- 
volved cannot be identified. Regardless 
of that, it is important to note that 
banks are at odds with the tax collec- 
tor in any future efforts to set up 
“holding company affiliates” designed 
to sit on assets outside the examiners’ 
jurisdiction. 
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F.H.A. Inquiry May Produce 
Improved Housing Bill 

The Senate Banking Committee’s 
inquiries into the operations of the 
Federal Housing Administration, fol- 
lowing exposures of questionable prac- 
tices, are likely to result in a much 
improved final 1954 housing bill. 

Senator Homer E. Capehart, chair- 
man of the Senate Banking Commit- 
tee, decided that there were two par- 
allel courses to follow. The first would 
be to find out quickly the extent that 


the F.H.A. “scandal’”’ should be trans- 
lated into legislation, since the 1954 
housing act was already long delayed. 
The second would be an intensive in- 
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BANK TESTED...BETTER THAN EVER! 
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AMERICAN EXPRESS TRAVELERS CHEQUE 


SALES-PROMOTION 
PROGRAM 


The 1954 American Express Sales-Promotion 
Program is now available. This material has 
been bank tested and proven successful. Of 
special interest are the new window display, 
which can be used alone or with other display 
material, and the new television commercial 
film done in the popular animated cartoon tech- 
nique. In addition, there is a complete set of 
new statement enclosures which is designed 
to attract customers for American Express 
Travelers Cheques and your other bank services, 


too. Of course there is no charge for this mate- 
rial. Feel free to order as much of it as youwill use. 

Now is the ideal time to put these sales aids 
to work for your bank. The summer vacation 
season is fast approaching and, for maximum 
effectiveness, your initial mailing should be on 
its way by June Ist. An American Express port- 
folio has probably reached your desk by now. If 
it hasn’t, please write to Olaf Ravndal, Vice- 
President, American Express Company, 65 
Broadway, New York 6, N. Y. 


Records show that... American Express sales-promotion 


aids are effective business builders 





BANKS USING SHOWED THESE 


























THESE AIDS: ADDITIONAL GAINS: 
NEWSPAPER ~~ 
MATS : 
RADIO : 
TV 


DISPLAY 
SIGNS 637 











Burroughs Clearing House 


















































YOU can'r Lose 
Exrness Teaveusns Cengers 


me 
en 





RAL IEEE SIE 





hg 


coe 
a 





ao te way a 









‘ high in popularity! 


yl 









a 
_ 
~ 
—_— 


Put these sales aids 
to work for your bank 





@ NEW Statement Enclosures @ NEW Radio Commercials 
@® NEW Bank Displays ® NEW Television Commercial Films 
@ NEW Newspaper Mats @® NEW Window Displays 





ONLY AMERICAN EXPRESS TRAVELERS CHEQUES DO SO MUCH FOR YOU AND YOUR CUSTOMERS 


= 


| ) May, 1954 47 





with STEEL: ®<éTRONG 


AUTOMATIC WRAPPERS 


Qs. « 
iy 


BECAUSE AMOUNTS 
AND WINDOWS ARE 
ALWAYS IN REGISTER! 

















NONE OTHER Be 

1S SO ACCURATE ee 
Wrap all coins from B Gand 
lc to $1.00 so ac- 


curately . . . they're : = 
made in a special ——— 
machine that affords this un- 


usual precision...any chance 

‘of error is eliminated! Patent- 

ed Red Windows, revealing amount and 
denomination, afford ease of visibility. 
Whip all competition for quality, 
accuracy. America’s No. 1 seller! 





























FOR 


The €. L. DOWNEY CO. 


DEPT. B e HANNIBAL, MO. 
Send Sample of 











vestigation of the alleged “windfalls” 
of profits reaped by builders, home 
equipment dealers, salesmen and care- 
less lenders in past operations under 
Title I and Section 608. 

Accordingly, spokesmen for the 
home building and related industries 
were summoned to testify before the 
Committee. Their testimony supported 
the Committee’s theory that the 1954 
housing bill should embody safeguards 
against the recurrence of the question- 
able practices which the hearings laid 
bare. 

Here are suggested safeguards: 

A ban on “mortgaging-out” of ren- 
tal projects with permanent financing 
at a figure in excess of reasonable 
value. 

Appraisals to be made by local talent 
rather than by rule book in Washing- 
ton. 

Provision for prompt handling of 
complaints by home owners who think 
they are defrauded in home-repair 
deals. Former Commissioner Holly- 
day holds that the Budget Bureau and 
Congress denied his appeal for needed 
personnel to handle complaints. 

Write into law the FHA’s regula- 
tions of December 1, 1953, making 
lenders responsible for checking Title 
I deals. 

Require contractors and dealers in 
Title I operations to use a standard 
form of contract, so that the home 
owner will have a written record of 
what is promised to be delivered and 
installed. 
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V.A.’s Add-On Plan 

Banks holding quantities of VA- 
guaranteed home loans, made at 4 per 
cent before the rate was put up to 4% 
per cent, are to be given a method of 
improving the rate provided bor- 
rowers are in shape to consider mak- 
ing additions or improvements to 
their G.I.-bought properties. 

T. B. King, loan guaranty director 
of the Veterans Administration, has 
advised the Mortgage Bankers Asso- 
ciation that regulations will be issued 
shortly permitting an “add-on” home 
improvement loan at such rate of in- 
terest that the return on the balance 
of the old loan plus the new loan does 
not exceed 414 percent. The maturity 
of the combined loan cannot run more 
than 30 years from the date of the 
original loan. In amounts of less than 
$2,500, the Veterans Administration 
will accept the appraisal determina- 
tion made by the lender. 

Mr. King said these changes “will 
mean that a veteran and his lender 
can get together and complete a loan 
up to $2,500 to put another room on 
the house and report it to the V.A. 
only after it is all completed. The 





same will be true if the loan is for a 
larger amount, except that the lender 
would have to refer to V.A. for fee 
appraisal.” 
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End of Cumulative Voting 
for Bank Directors? 

Introduction of a Senate bill ending 
the practice of “cumulative voting” of 
bank shares in the choice of bank di- 
rectors culminates a period of quiet 
meditation and negotiation among na- 
tional bankers and Federal agencies. 

Senator A. Willis Robertson of Vir- 
ginia has placed the bill before the 
Senate Banking Committee, of which 
he is a key member. He did so after 
consulting with A. E. Anderson, presi- 
dent, Dominion National Bank of 
Bristol, and president of the Virginia 
Bankers Association; also Joseph E. 
Healy, president of the Citizens Na- 
tional Bank of Hampton, Virginia, 
and chairman of the Federal Legisla- 
tive Committee of the National Bank 
Division of the American Bankers As- 
sociation. 

This does not exactly constitute an 
A.B.A. endorsement of the bill, but it 
is likely that the A.B.A. executive 
committee may give the bill its bless- 
ing. It is known that the Comptroller 
of the Currency regards the cumula- 
tive voting system as a device which 
the banks could well do without. 

Cumulative voting is. the choosing 
of bank directors by the method of 
assigning to each share of stock the 
number of votes equal to the number 
of directors to be elected to the board. 
It was designed to protect minority 
stockholders. In the case of a bank 
having twenty directors, a minority 
group holding one-twentieth or five 
per cent of the stock can pool their 
votes and thereby place a spokesman 
on the board. 

Senator Robertson holds that this 
privilege has been abused. One man, 
by buying up five per cent of the stock 
of a bank with a 20-director board, 
can force his own election. Mr. Robert- 
son says such a man can be an “un- 
congenial fellow” who has little inter- 
est in the welfare of the bank—can 
even disrupt its orderly operation, by 
being a nuisance at directors’ meet- 
ings. 
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R.F.C. Termination 

When Kenton R. Cravens relin- 
quished his post as Administrator of 
the Reconstruction Finance Corpora- 
tion in order to accept the presidency 
of the Mercantile Trust Company of 
St. Louis, he could say with assurance 
that the agency’s liquidation had been 
brought down to its final stage with- 
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THE PAGEANT OF HISTORY IN NORTHERN CALIFORNIA—from an original painting commemorating 


the 100th Anniversary of American Trust Company, San Francisco, by the distinguished California artist, Millard Sheets. 















MERICAN TRUST COMPANY was founded one hundred years 
ago—on April 27, 1854—as the San Francisco Accumulating Fund 


Association. 


The pages of our history tell of banking service during the Gold Rush, 
the Civil War, two world wars, boom times, panics and depressions, the 


earthquake and fire—and the phenomenal growth of our state. 


The history of our bank, from its inception, has been linked with that of 
Northern California. Over the century—constantly alert to ever-expanding 


opportunities — American Trust Company has 
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out any suggestion of a “fire-sale.” 

Laurence B. Robbins, former vice- 
president of Northern Trust Com- 
pany, Chicago, has been confirmed by 
the Senate to undertake the job of 
completing the liquidation which, by 
law, must be accomplished June 30, 
1954. Thereafter, any remaining as- 
sets held by the agency must be 
turned into the U.S. Treasury. 

This latter requirement will have 
the oblique effect of putting the Fed- 
eral Government directly into the com- 
mercial -banking business. For there 
are from two to four banks whose de- 
pression-born preferred stock issues 
of about $40 million cannot be dis- 
posed of on a dollar-for-dollar sale, 
and there will be some residue. It 
now looks like the Treasury will be 
directly concerned in bank manage- 
ment as a major shareholder in a 
couple of State-chartered banks. 

About $64 million of mortgages still 
held by the RFC as a bequest from 
the RFC Mortgage Corporation, com- 
prising mostly mortgages acquired 
during the early days of the Veterans 
Administration guaranty program, 
will probably wind up in the hands of 
“Fanny May” (Federal National 
Mortgage Association) which is a part 
of the Housing and Home Finance 
Administration. Just how these 
mortgages are to be set up on the 
F.N.M.A. books is one of the problems 
confronting Congress in its effort to 
redesign the agency’s financial struc- 
ture so as to show more private in- 
vestment, less Government credit. 

The reasons which officials give for 
the impaired salability of the R.F.C.- 
held mortgages are that they are well 
advanced toward maturity and bear 
only 4 per cent. In order to attract 
buyers today, the agency would have 
to accept discount prices which offi- 
cials have felt incompatible with their 
resolve not to put on a cut-price liq- 
uidation. It is held that the Govern- 
ment comes out better in the long run 
by holding these mortgages to matur- 
ity. The same reasoning applies to 
the agency’s holdings of $65 million of 
Baltimore and Ohio Railroad mort- 
gage bonds. 





CAPITAL NOTES 











“Banking -in-a-Bus” has_ been 
turned down so many times that many 
think it a dead issue. This is not sup- 
ported by Federal supervisory officials 
who have to meet the issue coming to 
and from work every day. There are 
very real possibilities that the super- 
visory agencies may be willing to in- 
clude limited mobile banking privi- 
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leges along with branching, outside 
tellers’ windows and the like, in bar- 
gaining with banks in terms of addi- 
tional capital stock and _ other 
strengthening considerations. 


4 


The Comptroller of the Currency is 
interested in legislation that cuts 
down the number of required national 
bank examinations from two to one 
a year. Also under consideration is a 
revision of the basis for examination 
assessments, the idea being to tie the 
charges to the volume and nature of 


the assets examined rather than to 
the deposits or resources of the bank. 


Sd 


A note on gold: There is likely to 
be no change in the statutory price 
of gold, $35 an ounce. That price is 
deeply bedded in both domestic stat- 
utes and foreign agreement under the 
Bretton Woods Act. Recent Senate 
hearings displayed a strong insistence 
that newly mined gold should be 
awarded a higher price, but there is 
little likelihood that the gold-silver 
group in the Senate can win this year. 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 





STATEMENT OF CONDITION MARCH 31, 1954 











S RESOURCES j 
Cash on Hand and Due from Other Banks , $ 416,029,340.12 
5 United States Government Securities . . . 796,935,933.62 
Other Securities . . . . ... e e 123,332,217.18 
Loans: 
Loans and Discounts . . . . . . §$ 3854,971,264.42 
Real Estate Mortgages. . : « & 78,719,505.90 433,690,770.32 
Accrued Income and Other Resources 5 7,834,834.14 
Branch Buildings and Leasehold Improvements 5,527,576.80 
Customers’ Liability on Acceptances and 
x Lettersof Credit . . ...4.. 1,512,142.63 





$1,784,862,814.81 








LIABILITIES 
Deposits: 
‘ Commercial, Bank and Savings . . . $1,479,146,116.65 
United States Government . a me ae 139,197,748.19 
Other Public Funds. . — 55,832,363.67 $1,674,176,228.51 
Accrued Expenses and Other Liabilities —— 14,037,838.73 
Dividend Payable May 1, 1954 a ae ae 1,125,000.00 
Acceptances and Letters of Credit. . . . 1,512,142.63 
Capital Funds: | 
Common Stock ($10.00 par value) . . $ 22,500,000.00 
Surplus... : oe oe See ee 57,500,000.00 
Undivided Profits ‘ae oe ae 14,011,604.94 94,011,604.94 
$1,784,862,814.81 




















United States Government Securities carried at $198,457,379.06 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $17,426,867.92 of the 
Treasurer—State of Michigan, and for other purposes required by law. 
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THE PERSONALITY SPOTLIGHT 








Kenton R. Cravens, newly elected 
president of Mercantile Trust Com- 
pany, St. Louis, is known by his fellow- 
officers as a man “who never throws 
a curve,” a straight shooter who doesn’t 
play favorites and believes in delegat- 
ing responsibility. 

A Kansan and a graduate of the 
University of Kansas, he has spent 
his entire career in the field of credit 
and banking. He began his banking 








KENTON R. CRAVENS 


New president is “‘handy” 


career in 1938 as a vice-president of 
Cleveland Trust Company and it was 
while serving as chairman of the Con- 
sumer Credit Council of the American 
Bankers Association that he came to 
the attention of W. L. Hemingway, 
then president of Mercantile Com- 
merce Bank and Trust (one of Mer- 
cantile’s predecessors). Impressed with 
his diversified credit and loan back- 
ground, Mr. Hemingway persuaded 
him in 1943 to join Mercantile as vice- 
president in charge of its banking loan 
division. 

His loan-making ability is attributed 
not only to his broad experience, but 
to the quickness with which he is able 
to “get to the point,” to strip a prob- 
lem down to its essentials. He’s also 
known to have a “nose for new busi- 
ness.” As one officer described it: “He’s 
willing to consider any new proposi- 
tion. He builds loan volume because 
he’s willing to listen to anything. He 
never turns a credit risk down simply 
because it’s never been done before.” 

During the 11 months he served as 
administrator of the Reconstruction 
Finance Corporation (May 1, 1953 to 
March 31, 1954) he established an or- 


May, 1954 


derly pattern for its liquidation. His 
biggest challenge was disposal of the 
smaller business loans and he spear- 
headed the plan to create private bank 
“pools” to take over a major portion 
of those outstanding. 

Mr. Cravens, who won’t be 50 until 
June, is quiet, smiles easily, is known 
to be as agile of hand as he is of mind. 
His woodworking shop in the base- 
ment of his home approaches the pro- 
fessional, and so does his cabinet- 
making which is his favorite method 
of relaxing. 

This flair for things mechanical is 
believed by many to be one of his 
biggest assets as a banker. “He’s able 
to visualize a manufacturer’s opera- 
tion, understand his setup and his 
problems and his point of view. His 
mind just works along mechanical 
lines—it’s a rare faculty for a banker 
and an invaluable one.” 

One of the oft-told stories in the 
loan division concerns an_ incident 
which occurred shortly after Mr. Cra- 
vens joined the bank. He and one of 
the other loan men drove over to a 
nearby Illinois town to call on a cus- 
tomer. The car broke down en route. 
Cravens walked to a nearby farmhouse, 
borrowed a screw driver~proceeded to 
dismantle and repair the faulty car- 
buretor, then slipped behind the wheel 
again and proceeded on his way. 

It’s also expected that he'll keep 
Mercantile Trust in first-class running 
shape while he’s at the wheel. 
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At its 43rd annual meeting the Asso- 
ciation of Reserve City Bankers elected 
as its president Rufus Crosby Kemper, 
president, City National Bank and 
Trust Company, Kansas City, Missouri. 
He succeeds George S. Eccles, presi- 
dent, First-Security Bank of Utah, 
N.A., Salt Lake City. 

Named association vice-president is 
Frank W. Norris, president, Barnett 
National Bank, Jacksonville, Florida, 
He is successor to Paul E. Hoover, 
president, Anglo California National 
Bank, San Francisco. 

Appointed treasurer is Carl A. Bird- 
sall, president, Continental Illinois Na- 
tional Bank and Trust Company, Chi- 
cago, who succeeds William Taylor, 
president, First Wisconsin National 
Bank, Milwaukee. 


* 
Back at his familiar desk at The De- 


troit Bank following more than a year 
in the public limelight is Joseph M. 


Dodge, who resigned as Director of the 
Bureau of the Budget last month after 
serving energetically for more than a 
year as economy watchdog for the 
Eisenhower Administration. 

Mr. Dodge has resumed his former 
duties as chairman of the board and 
chief executive officer of the bank. 

He is shown here being warmly wel- 
comed by Cleveland Thurber, who 
has served as acting chairman of the 





C. THURBER 


JOSEPH M. DODGE 


Ex-Budget Director welcomed 


board in Mr. Dodge’s absence. 

Named to succeed the Detroit bank- 
er as Budget Director is Rowland R. 
Hughes, previously Deputy Budget 
Director, who is on leave of absence as 
a vice-president of the National City 
Bank of New York. 
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Two of the nation’s best-known 
country bankers have been in the news. 

C. W. “Bill” Bailey, president of 
the American Bankers Association in 
1946-47, and president for 34 years of 
the First National Bank of Clarks- 
ville, Tennessee, has rounded out an 
achievement-filled 50 years of banking. 
The bank’s staff surprised him at his 
home on the anniversary date, and 
“for once” rendered him speechless 
with a handsome gift. 

Also making news is W. W. Camp- 
bell, for 30 years president of the 
National Bank of Eastern Arkansas, 
Forrest City, who has now become 
chairman of the board. His son, Wil- 
liam M. Campbell, 36, succeeds him as 
president. With the bank for 45 years, 
W. W. Campbell is a past president of 
the A.B.A. National Bank Division, 
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Five o’clock flap! 


He was meeting her at 5:30—a 
first date. At noon she bought the 
new dress and pumps. No lunch. At 
five she felt hollow. And horrors— 
the stamp box was empty, with 
statements to be mailed! So she had 
to rush for stamps. And was late 
for her date. 

“Blast it,” said Beulah. ““We need 
, a DM in this bank.” 
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past chairman of the association’s 
Agricultural Commission, and _ past 
president of the Arkansas Bankers 
Association. 
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Two veteran bankers widely known 
in Ohio financial circles have been 
named to head the Mahoning National 
Bank, Youngstown. 

New president named to succeed the 
late L. A. Stewart is Myron E. Roberts, 
with the bank 35 years, and formerly 
vice-president and cashier. Advanced 
to chairman of the board is Edwin R. 
Watkins, previously first vice-president, 





E. R. WATKINS M. E. ROBERTS 


Veteran Ohio bankers elevated 


who has been with the bank 43 years. 

Mr. Roberts now occupies the post 
once held by his father. He is a gradu- 
ate of the University of Pennsylvania’s 
Wharton School of Commerce. 

In his new capacity, Mr. Watkins 
will supervise expansion, be active in 
customer contacts, and administer the 
bank’s public relations and advertising 
program. 
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Kenneth C. Bell, vice-president and 
cashier of the Chase National Bank, 
New York City, has been placed in 
charge of the staff 
handling Chase’s 
banking relation- 
ships in Canada. He 
succeeds Thomas 
-H. McKittrick, sen- 
ior vice-president, 
whose retirement 
came March 31. 

Mr. Bellisa 
graduate of the 
University of To- 
ronto, and has been 
president of the Canadian Society of 
New York for two terms. 

One of the most expertly edited of 
all the bank house organs is. “The 
Chase,” published by the Chase Na- 
tional. A recent issue contained two 














K. C. BELL 


| top-notch little feature stories. One 


concerned Kay Rea, photogenic addi- 
tion to the personnel department, who 
manages to keep three careers going 
at the same time. Besides spending 
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Two phases of triple role 


weekdays giving typing and aptitude 
tests to Chase newcomers, she has the 
job of raising a family of two chil- 
dren, and still manages to squeeze 
in a third career as a television actress. 
3efore joining Chase, she had been in 
the movies, radio soap-opera, and the 
stage. “The Chase” reproduced the 
above contrasting views of Kay Rea 
to illustrate her career versatility. 
Another excellent human-interest 
yarn in the staff magazine tells how 
John Schwab in the comptrollers de- 
partment combined an idea with $2.45 
worth of material to win a $175 sugges- 
tion award. From a piece of aluminum 
scrap, an old mop handle and five 
screen door catches, he fashioned a 
“facilitator board” that lops off many 
hours in the assembling of quarterly 








Mop handle, door catches 


“vear-to-date” reports in his depart- 
ment. The board holds in place huge 
columnar work sheets that formerly 
were extremely unwieldy to handle, 
and the new arrangement greatly re- 
luces the possibility of error. 


° 


At the recent golden anniversary 
linner of The First National Bank of 
Monterey, California, T. A. Work, 
founder of the bank and its long-time 
president and board chairman, was 
honored for his 50 years in banking. 
\Mir. Work announced that he was 
relinquishing his duties of the presi- 
lency but would continue active as 





Our sendings 


travel at 


300 miles an hour 


Fast. That’s the word to describe our sendings. 
Air mail speeds them direct to our correspond- 
ents in all the principal cities of the United 
States. It’s a valuable service appreciated by 


our growing number of correspondent banks. 


We offer a host of other helpful services, too. 
For swift clearance, our transit operations are 
conducted 24 hours a day. Our Real Estate, 
Trust and Foreign Departments are at your 
disposal always. And the word for our securi- 
ties transactions is efficient. You'll be pleased 
with the size of our credit files —one of 


Philadelphia’s largest. 


We'd like to welcome you to the family. 


The Pennsylvania Company 


for Banking and Trusts 
Founded 1812 


24 offices, Philadelphia and suburbs 


Serving more people more ways than. any other Philadelphia bank 


Member Federal Reserve System . Federal Deposit Insurance Corporation 








\ director and chairman of the board. 
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193,49 


... Yes, that was the staggering bill one bank 
faced for the use of temporary quarters and 
other extra expenses incurred after its regu- 
lar building was destroyed. 

Fortunately, foresighted bank officials and 
an able insurance agent had anticipated just 
such a contingency and had provided pro- 
tection against it. As a result, insurance paid 
the major part of the bill. 

Banking is a complex business and there 
are many hazards incident to its operation. 
It is the insurance agent’s job to determine 
these hazards and to recommend exactly the 
right protection before fire, accident or other 
disaster strikes. 


ATNA CASUALTY AND SURETY COMPANY 


AFFILIATED COMPANIES: ATNA LIFE INSURANCE COMPANY 
AUTOMOBILE INSURANCE COMPANY e¢ STANDARD FIRE INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 
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Representatives of The AXtna Casualty 
and Surety Company do this through the 
Etna Plan — pioneer method of risk and 
insurance analysis. Using this Plan, your 
“Etna agent will determine what hazards are 
involved and the types and amounts of 
insurance needed. He will eliminate over- 
lapping coverages and set up continuing 
controls to keep protection always in line 
with changing requirements. 

Through the A®tna Plan, thousands of 
banks are now enjoying better, more com- 
plete protection. For details on how the 
Plan can help your bank, contact the A°tna 
agent in your community. 
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R. McKEEVER, Jr. 


Changes on golden anniversary 


His successor as president is Robert 
McKeever, Jr., previously vice-presi- 
dent and cashier. 

Other promotions have advanced 
J. Harris to vice-president and H. B. 
Russo to cashier. 

Mr. Work’s career is a typical Amer- 
ican success story. A _ penniless lad 
when he came to. Monterey, he in- 
vested his subsequent earnings wisely 
in various enterprises and started the 
bank in 1904 with a capital of $100,000. 
Since then he has watched it grow, 
along with the Monterey Peninsula. 


e 


An authority in the field of bank 
credit, Albert Wagenfuehr has joined 
; the First National 
Bank in St. Louis 
(Missouri) as a 
vice-president, fol- 
lowing his resigna- 
tion from Boat- 
men’s National 
Bank of St. Louis 
where he was chair- 
man of the execu- 
tive committee and 

















a director. He is a A.WAGENFUEHR 
past president of 
the St. Louis Association of Credit 


Men, has been an instructor in the 
A.B.A. Graduate School of Banking, 
and prominent in other bank associa- 
tion activities. 


a 


Further evidence that the high-flying 
South has reached a new level of pros- 
perity was presented when Jo Jo, 
famed parakeet with a 60 word vocabu- 
lary, opened a savings account at the 





New bank customer welcomed 
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Fulton National Bank of Atlanta with 
an initial $15 deposit. This represented 
one week’s pay from a local jewelry 
company that put the bird on the pay- 
roll recently, after he won a $500 con- 
test for being the first parakeet to say 
the store’s slogan. 

Erle Cocke, president of Fulton Na- 
tional, is shown below welcoming the 
unusual new customer. A regular sav- 
ings book was issued and the imprint 
of the bird’s foot was used as an 
identification. Mr. Cocke is a parakeet 





fancier himself, and indicated that if 
business from the bird population in- 
creases the bank might have to open 
a special “fly-in” department in addi- 
tion to their present drive-in banking 
service, 


> 


Fermor §. Cannon, a past president 
of the U.S. Savings and Loan League, 
has retired from the presidency of the 
Railroadman’s Federal Savings and 
Loan Association of Indianapolis, 

















FOR HIGH - SPEED COLLECTIONS 
IN EVER-GROWING PUERTO RICO 


Thru our net of 14 branches we provide a fast, dependable 
and aggressive collection service in Puerto Rico for main- 


land United States concerns. 
knowledge of local people and conditions are at your dis- 


posal. 
Banco 








MAIN OFFICE: PONCE, PUERTO RICO 
Member Federal Deposit Insurance Corporation 


Our experience and full 





Indiana, after a long and _ notable 
career. He is also a past chairman of 
the Federal Home Loan Bank of 
Indianapolis. Mr. Cannon will stay on 
as chairman of the board at Railroad- 
man’s. 

His successor as president is Noble 
C. Hilgenberg, formerly executive vice- 
president. 


eo 


Governors of four Southwest states 
were among the speakers who paid 
tribute to Ben H. Wooten, president 
of the First National Bank of Dallas, 
at a dinner marking his recent retire- 


ment as board chairman of the Federal 
Home Loan Bank of Little Rock, 
Arkansas. Pictured standing are Gov- 
ernor Francis Cherry of Arkansas, 
left, and Governor Allan Shivers of 
Texas. Shown seated, left to right, 
are Mr. Wooten, Governor Johnston 
Murray of Oklahoma, and Governor 
Edwin L. Mechem of New Mexico. 
The dinner was said to be the largest 
affair of its kind ever held in Dallas. 
More than 1,300 Dallasites and others 
attended, and no less than 17 speakers 
paid tribute to Mr. Wooten for his 
achievements in the fields of banking, 
education, civic work, and particularly 
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Another Mesabi in the making! 


On Canada’s Labrador-Quebec border, there is 
an iron belt larger in extent, and possibly in ore, 
than the Mesabi Range. With mining operations 
now underway, a 360-mile railroad is being 

built from Seven Islands on the St. Lawrence 

in order to transport the ore to this 

continent’s great steel mills. 


LET IMPERIAL BANK 
KEEP YOU UP-TO-DATE 
ON CANADA! 


We invite interested U.S. 
banks to investigate our serv- 
ices as a correspondent bank. 
Write: Im erial Bank of Can- 
ada, Head Office, Toronto. 


With a branch at Seven Islands and another at 
Knob Lake, the railroad’s future northern 
terminus, Imperial Bank has been serving this 
development since early in 1952. It illustrates 
Imperial Bank’s policy to pioneer banking services 
in new areas and to always be in a position to 
provide the most up-to-date information on 
current conditions, trends and opportunities. 


IMPERIAL 


IMPERIAL BANK OF CANADA 
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Four governors honor banker 


for his contributions to the savings 
and loan business during his 21 years 
of association with the Federal Home 
Loan Bank System. 
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William H. Beattie has been appoint- 
ed resident vice-president of The Na- 
tional City Bank of New York, super- 
vising its seven 
branches in Brazil. 
He has represented 
the bank in South 
America since 1920. 
Everett S. Tewks- 
bury has succeeded 
him as manager of 
the Rio de Janeiro 
branch. 

Among domestic 
promotions, Ed- 
ward A. Jesser, Jr., 
assigned to the Central Atlantic Dis- 
trict, has been named a vice-president. 
W. Howard Miller and R. B. Swenson 
are now assistant vice-presidents; D.C. 
De Menocal and N. P. Wheeler are 
new assistant cashiers. 

C. Boice Nourse, who has served 
National City Bank in Colombia, Mexi- 
co and Cuba, has been appointed a 
vice-president and assigned to the 
overseas division at the head office. 














E. A, JESSER, Jr. 
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New chief auditor of Mellon Na- 
tional Bank and Trust Company in 
Pittsburgh is Robert D. O’Grady, since 
1947 the senior national bank examiner 
for the Fourth Federal Reserve Dis- 


Change at Mellon Bank 


R. F. BUCHMAN 


R. D. O’°GRADY 
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International Harvester 
introduces new products... 




































The all new Interna- 
tional ONE HUNDRED 
Ya-ton pickup truck combines passenger car 
comfort with advanced performance features. 


Local Bankers meet new prospects 


New and improved International Harvester products 
create customers! The alert, intelligent American con- 
sumer demands the best, the latest and the most effi- 
cient equipment. However, he often must seek 
financial assistance before he becomes a customer. To 
the banker, this buying power becomes a prospect for 
increased business. 

Consider three reasons why the investment of bank 

















funds in loans to buyers of Harvester equipment is 
sound banking practice. In the first place, each piece 
of IH equipment represents unique collateral... 
whether it be an International Truck, International 
Harvester Refrigerator or Farmall Tractor .. . it pays 








for itself in use. 

Secondly, the IH Income Purchase Plan of Selling, 
now employed by most IH dealers, forms the basis of a 
practical plan for repayment of loans. Finally, a trans- 
action among banker and Harvester dealer and con- 








The International Harvester M-105- 
DX refrigerator, with a 10.2 cubic 
foot capacity, is the leading unit of 
the 1954 seven-model refrigerator 
line. 


sumer is local and mutually beneficial . .. good for the 
economy and welfare of the community. 

Contact your nearest International Harvester 
dealer .. . make friends with a neighbor, become ac- 
quainted with the IH Income Purchase Plan, shake 
hands with new business in your bank. 





INTERNATIONAL 
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HARVESTER 









The Farmall Super MTA trac- 
tor has the new Torque Ampli- 
fier which boosts pull power 
up to 45% without clutching 
or changing gears. 
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trict. He joined the examining divi- 
sion of the Office of the Comptroller 
of the Currency in 1923, and in 1933 
he assisted in the organization of the 
Federal Deposit Insurance Corpora- 
tion. 

Mr. O’Grady succeeds Roy F. Buch- 
man, who retires June 30 after a Mellon 
career dating back to 1905, giving him 
the longest continuous service record 
of any of the bank’s employees. For- 
merly a Pennsylvania vice-president of 
the National Association of Bank 
Auditors and Comptrollers, he helped 
to organize the Pittsburgh chapter in 
1927. He is author of two publications 


issued by Mellon Bank for its corre- 
spondents, “The Tax Aid for Banks” 
and “The Audit Aid.” 


. 


Finance is well represented in the 
current leadership of the National 
Office Management Association. Presi- 
dent is K. W. Moore, vice-president, 
Chicago Title and Trust Company, 
while a NOMA vice-president is Floyd 
Guillot, treasurer of the Industrial 
Finance and Thrift Corporation, New 
Orleans. 

Mr. Moore, who joined Chicago 
Title and Trust in 1926, is a past presi- 








We're really quite conventional 


We didn’t invent conventions, but we're 
rather pleased that someone did. Because not 
only ideas (and occasionally topcoats) but 
also handshakes are commonly exchanged at 
these sessions. It’s always good to see old 
friends and go back to the bank with a mental 
list of new ones. So, we'll be seeing you at all 
the conventions and sincerely hope that you 
come up and see us, too! Make a point of it, 


won't you? 


CITY NATIONAL 


Bank & Trust Company 


Exablahel KYLE 





MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 


10th and Grand 
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* Kansas City 41, Mo. 

















K. W. MOORE F. GUILLOT 


Finance prominent in NOMA 


dent of NOMA’s Chicago chapter. 
Mr. Guillot has been a national director 
of the association and was instrumental 
in organizing six new chapters prior 
to assuming his present post. 

Both are active in laying plans for 
the forthcoming 35th International 
Conference of the National Office 
Management Asso- 
ciation and the 
allied Office Ma- 
chinery & Equip- 
ment Exposition, to 
be held May 24-27 
in St. Louis, Mis- 
souri. Incidentally, 
for the second 
straight year the 
first association 
member to register for these events is 
a banker, Purnell B. Darrell, Jr., assist- 
ant manager of the bookkeeping de- 
partment, Liberty Real Estate Bank 
and Trust Company, Philadelphia. Mr. 
Darrell is a past president of the Phila- 
delphia Chapter of NOMA, and has 
won a merit award key for his service 
contributions to this group. 


P. B. DARRELL, Jr. 


* 


A new commercial bank to be known 
as the Bank of Florence (South Caro- 
lina) will open for, business in that 
city in late May or early June. Presi- 
dent of the new bank is Charles E. 
Mitchell. H. Ciremba Amick, senior 
representative of the Federal Reserve 
Bank of Richmond, is the executive 
vice-president. Supplanting the Caro- 
lina Cash Depository, which operated 
since 1932, the Bank of Florence is 
capitalized at $325,000. 


& 
New promotions on the distaff side 


of banking include the elevation of 


They attain officer status 


H. T. DOYLE 


U. NOONAN 
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STEEL 


is now giant business 

in the Philadelphia area 
... highlighted by 

U.S. Steel’s tremendous 
new $450,000, 000 
Fairless Works. 


If steel means business 

to your customers, 

you'll benefit 

by offering them 

the “on-the-spot” 

contact provided by 

The Philadelphia National. 
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BANK 

IN PHILADELPHIA 


... in the heart of 





the world’s greatest 


industrial area 


PHILADELPHIA NATIONAL BANK 
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Helen T. Doyle to 
at the Standard 
Ursula Noonan to 
at Pullman Trust & Savings Bank, 
both of Chicago. Each is the first 
woman to attain officer status at her 
respective institution. 


assistant secretary 
State Bank, and 
assistant secretary 


* 


At 29, Jay C. Leff is president of the 
Fayette National Bank & Trust Com- 
pany of Uniontown (Pennsylvania), 
making him one of the youngest bank 
presidents in the country. In his re- 
cently acquired post, Mr. Leff heads 


an institution that is also comparatively 
young, having been opened in 1947, 
In the short span of its existence, 
however, its resources have grown 
from $350,000 to more than $11,000,000. 

The new president is the son of 
Samuel Leff, a well-known Pennsyl- 
vania banker and financier. 


e 


Expansion of the fast-growing 
Meadow Brook National Bank, Mer- 
rick, New York, which operates more 
offices than any other bank on Long 
Island, has received another spurt 








through its merger with The Law- 
rence-Cedarhurst Bank. The consolida- 
tion brings resources of about $9,000,- 
000 into the Meadow Brook organiza- 
tion, raising the bank’s total assets to 
approximately $120,000,000. 

Clayton L. Seaman, president of 
Lawrence-Cedarhurst, has become a 
vice-president of Meadow Brook in 
charge of the Lawrence-Cedarhurst 
office. Warren W. Wicks, a vice-presi- 
dent of the merged bank, has been 
made an assistant vice-president of 
Meadow Brook in charge of the Hew- 
lett- Woodmere office. 

Another evidence of the bank’s 
growth is its decision to expand present 
trust operations, and to add George 
D. Cherry to its 
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officer staff as vice- 
president and trust 
officer. In ‘prior 
posts he has been 
vice - president of 
the Camden (New 
Jersey) Trust Com- 
pany, and vice- 
president and trust 
officer of. the First 
National Bank of Jersey City. 


G. D. CHERRY 


* 


Thomas H. Giles, manager, overseas 
department, Australia and New Zea- 
land Bank Limited, 
with headquarters 
in Melbourne, is 
now visiting the 
United States and 
Canada. He is well- 
known to North 
American’ bankers 
in the foreign field, 
and in ‘1948 and 
1952 he attended 
the conventions of 
the Bankers Asso- 
ciation for Foreign Trade. 





T. H. GILES 


e 


Shown cutting the cake in cere- 
monies marking the 50th anniversary 
of the founding of American Trust 
Company, South Bend, Indiana, are 
Rev. Theodore M. Hesburgh, presi- 
dent, University of Notre Dame, and 


There goes anniversary cake 
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New Mosler Century Bank Vault Door Design 
wins coveted awards for Henry Dreyfuss 


Famed industrial designer receives Citation from ‘“‘Progressive 
Architecture’s’”’ Design Awards Program, and Honorable 
Mention from the Architectural League of New York City for 
distinguished work on new Mosler Vault Door. 


When Henry Dreyfuss and Mosler engineers began working 
together to design and build the new Century Bank Vault Door, 
their minds were not concerned with the awards it might win. 


Their mutual purpose was to create a bank vault door of such 
modern, massive beauty and advanced security that it would 
become the symbol of the “‘bank of tomorrow,” and add new 
impetus to America’s trend toward bank modernization. 


That Mr. Dreyfuss has received these notable awards for his 
part in the project is evidence that both Mr. Dreyfuss and Mosler’s 
engineering staff have succeeded in their primary purpose. 


It is evidence, too, of the leadership which Mosler has always 
provided in the field of bank protective equipment. And will 
continue to provide. 


IF IT'S MOSLER ... IT'S SAFE 


= Mosler Safe “2: 
OSLCFr v,ake :.2:.< 


; World’s largest builders of safes and bank vaults... Mosler built the U.S. Gold Storage Vaults 
at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 
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THE ARCHITECTURAL LEAGUE OF NEW YORK 


& AND ORAPISMANSHIT TO 


HENRY DREYFUSS 





PREMEOO SRE TREE 
AWARD CITATION from 
“Progressive Architec- 
ture’ Design Awards 
Program-—1954 
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L. L. Matthews, president of the bank, 
who is also president of the Financial 
Public Relations Association. It was 
fitting to have the university thus rep- 
resented, for it was the bank’s first bor- 
rower, obtaining a $15,000 loan a half- 
century ago. 


4 


Six assistant vice-presidents at the 
Union Bank of Michigan, Grand 
Rapids, have been advanced to vice- 


presidents. They are: Walter S. 
Brown, in charge of personnel and 
bank operations; James W. Car- 


penter, who heads the credit depart- 
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reputation of complete reliability for 
the past 15 years. 
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manship fully guaranteed. 
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ment; Carl H. Erhardt, handling busi- 
ness loans and business development; 
Carl L. Goller, in charge of the real 
estate mortgage department; James P. 
Johnson, head of the instalment finance 
division; and Richard C. Simkins, in 
charge of business development and 
public relations. 


e 


As the result of its rapid growth, the 
Irving (Texas) State Bank has come 
to feel the need of 
an active president 
at the helm. For 
the post it has se- 
lected an_ experi- 
enced Dallas bank- 
er, Phillip Reid, for 
the past 14 years 
vice-president and 
a director of the 
National City Bank 
there. Mr. Reid 
succeeds Dr. F. M. 
Gilbert, who has been inactive presi- 
dent of the bank since 1939. 


Sd 


To serve the state’s expanding petro- 
leum industry, the Colorado National 
Bank in Denver has established a new 
oil and gas department, said to be the 
first in that region. George B. Berger, 
Jr., is vice-president in charge of the 
department, while Assistant Vice- 
President Willard Bozett will serve as 
its loan officer. Manager of the depart- 
ment is John H. Jennings, formerly 
chief evaluation engineer, Deep Rock 
Oil Corporation of Tulsa. 


5 


Promoted recently at the California 
Bank, Los Angeles, were: O. S. Ault- 
man and J. B. Thompson, now vice- 
presidents; Arthur T. Brett, vice-presi- 














0. S. AULTMAN 


J. B. THOMPSON 


Advanced to vice-presidencies 


dent and cashier; N. H. Thomas and 
John Van der Zee, assistant vice-presi- 
dents; and R. S. Black, H. C. Betz, 
H. S. Clemmensen, F. C. Swanson, 
R. H. Thorburn, and W. H. Wieland, 


assistant cashiers. 
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The leadership of Walter R. Bimson 
in transforming the Valley National 
Bank from a _ shaky little’ $6,700,000 








The Brash Banker of Arizona 
By NEM. VM. CLARK 


Walter Bison tok aver 
officers bv ordering: Make hous!” They did and now this ex-janiter ners the 


a@ shaky little fenk in the depressian, starthed his 


biggest hank in the Rockies and finances half the eats beaasht in his state, 
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Story of Walter Bimson 


institution to the nation’s 70th largest 
bank was chronicled in the April 10 
issue of “The Saturday Evening Post.” 

Titled “The Brash Banker of Ari- 
zona,” the article written by Neil M. 
Clark relates how the bank’s phenom- 
enal growth started when Mr. Bimson 
(then president, now chairman of the 
board) ordered Valley National off- 
cers in the depression depths of 1932 
to start making loans, instead of almost 
automatic refusals. The article con- 
tains many personal highlights in this 
banker’s story-book career, and gives 
a good insight into his banking phi- 
losophy. 
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William B. Lewis, Jr., has joined the 
Franklin National Bank of Franklin 
Square, Long Island, New York, as 
vice-president in 
charge of the 
branch loan devel- 
opment and admin- 














istration depart- 

ment. He has been 

an assistant vice- 

president of Manu- 

facturers Trust 

Company, New 

York City. W. B. LEWIS, Jr. 
+ 


Five officers of the Farmers Bank 
of the State of Delaware have been 
elevated to vice-presidents. One is 
Leroy G. Pearson, formerly cashier at 
the Dover office. The other four are 
associated with the Wilmington office: 
Harry L. Carey, Alton F. Hillis and 
Edward R. Wood, all _ previously 
assistant vice-presidents, and Leonard 
S. Hole, who has been trust officer. 


Sd 


New president of the Fair Park Na- 
tional Bank, Dallas, Texas, is Will H. 
Kelley who succeeds Walter Johnson, 
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As a correspondent of The Northern Trust 
Offer your Customers Company you can call upon this bank’s full 
— range of services. We share with you our 
banking, foreign, trust, bond and opera- 
tional facilities and experience to help you 
serve your customers better, more complete- 
The Northern Trust! ly. In addition, our correspondent services 
include: Advice on Day-to-Day Operations, 
Credit Information, Assistance in the Man- 
agement of Investment Portfolios, Fast Wire 
Facilities and many others. Write or phone 
us today for more information on how we 

can assist you. 


the services of 
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NORTHERN TRUST 


CoM PANANW MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


50 South LaSalle Street e BOX N, CHICAGO . Telephone FRanklin 2-7070 
New York Representative: 15 Broad Street, New York 5 
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now president of the Farmers and 
Merchants National Bank in Abilene, 
Texas. 

Formerly Mr. Kelley had been a vice- 
president at the Victoria (Texas) Na- 
tional Bank, where his duties included 
those of general loan officer, public 
relations and business development. 


® 


One of the interesting activities of 
Bankers Trust Company in New York 
City is to be found in its amusement 
industries group, which handles the 
bank’s business in this field, partic- 
ularly relating to motion pictures and 


television. Promotion has come to a 
member of this group, Herbert L. 
Golden, now an assistant vice-presi- 
dent. He was formerly motion picture 
editor of “Variety,” well-known publi- 
cation in the amusement business. 


© 


Vice-President Harold A. Hayward 
has been appointed head of the busi- 
ness development department at the 
First National Bank of Miami (Flor- 
ida). 

He succeeds Paul A. Albus, former 
senior vice-president, who has joined 
the First Research Corporation of 
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Florida, Miami. Mr. Albus will be 
engaged in liaison work with banks 
and other institutions requiring spe- 
cialized economic research or market- 
ing analysis. 


€ 


For many years state banking com- 
missioner in Louisiana until he retired 
in 1951, J. S. Brock 
has joined the 
American Bank and 
Trust Company, 
Baton Rouge, Lou- 
isiana, as a_vice- 
president and di- 
rector. He was first 
named banking 
commissioner in 
1922 and was re- 
appointed to successive terms’ by 
succeeding governors. 

Lloyd Collette has also joined the 
bank as a vice-president and direc- 
tor, and will have 
general supervision 
over its newly or- 
ganized installment 
credit activity. E.R. 
Schwaner has been 
named an_ assis- 
tant vice-president 
to head one of the 
installment credit 
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departments. 
. 
For his leadership in promoting 
savings bond sales in Massachusetts, 


Vice-President Henry J. Nichols of 
the National Shawmut Bank of Boston 
has been presented with a Treasury 





Good savings bond salesman 


achievement award. Shown making the 
presentation to Mr. Nichols (right) 
is Alden C. Brett (left), treasurer of 
the Hood Rubber Company. Looking 
on is Francis Burke, state director of 
the U.S. Treasury’s savings bond 
division, 
* 


The Cunneen Company, bank build- 
ing designers of Philadelphia, has 
opened a western United States head- 
quarters offices at 727 West Seventh 
Street, Los Angeles, California. The 
new branch will be supervised by 
Wallace V. Cunneen, Jr. It will en- 
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compass complete operations and will 
be staffed by trained and experienced 
personnel from the Philadelphia home 
office. 


* 


At the Union Bank & Trust Co. of 
Los Angeles, Harry N. Herzikoff and 
Lauren H. Conley have been promoted 
to vice-presidents. The former was 
recently assigned to the commercial 
department after having successively 











H. N. HERZIKOFF 


L. H. CONLEY 


Los Angeles bankers promoted 


managed the collection, real estate loan 
and installment loan departments. Mr. 
Conley’s activity has been in the invest- 
ment side of the bank. 

Four newly-named assistant cashiers 
are E. T. Bovee, Jr.. W. Heineman, 
W. L. Olsen and E. P. Ziegler. 


e 


From the heart of Manhattan to 
Miami Beach, Florida, is the long jump 
made by Louis C. Adelson. After 28 
vears a vice-president of Manufactur- 
ers Trust Company, New York City, he 
has now been elected executive vice- 
president of the Mercantile National 
Bank of Miami Beach, in full charge 
of the bank’s operation. 

For a number of years Mr. Adelson 
was with the Federal Reserve System, 
serving as assistant secretary of the 
Reserve Board in Washington, and as 
deputy governor of the Federal Re- 
serve Bank of Atlanta. 


+ 


John L. Stanley, secretary and assis- 
tant vice-president, The Bank of Cali- 
fornia, N.A., San Francisco, has been 
elected president of the San Francisco 
Regional Group of the American So- 
ciety of Corporate Secretaries, Inc. 


e 


When the New York City Com- 
mittee for Young Men in Government 
recently gave its annual “good gov- 
ernment award” to District Attorney 
Frank S. Hogan, the presentation was 
made by John Mosler, chairman of the 
committee’s board of trustees, and 
executive vice-president of the Mosler 
Safe Company. The New York group 
is affiliated with the national commit- 
tee in which Mr. Mosler also plays 
an active role. 
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to help you 
and your customers 


FJ\HE fastest growing nation in the 

world offers rich rewards to those 
whoseek them. Whether your clients are 
interested in mining, oil, gas, manu- 
facture or trade, The Bank of Nova 


Scotia can help them. 


With more than 400 branches in 
Canada, Great Britain, the U.S.A., and 
the West Indies, and with correspon- 
dents wherever men trade, The Bank 
of Nova Scotia is equipped to give you 
and your clients authoritative informa- 
tion and expert guidance on your 


banking and financial problems. 
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In Cube: Havana and 6 other branches. 
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Which man is the Banker? 
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Attempting to identify a banker by looks or dress is impossible. Like 
any other successful business man, his distinguishing characteristic 
is not his appearance but round-the-clock striving to provide his 
customers with the finest service possible. An important part of 
any bank’s service is careful consideration of the kind and quality 
of the checks it supplies to its customers. Thousands of bankers have 
found that the safety and fine appearance of checks lithographed on 
La Monte Safety Papers earn approval from the most discriminating 
customer. Why not ask your lithographer for samples or . . . write 
us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 
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CANADIAN BANKING 








Increased Service Charges 


On March 25 the Canadian Bankers’ 
Association announced at Montreal 
that service charges on savings account 
cheques would be increased from 8 to 
10 cents per cheque, with free cheques 
on minimum balances reduced in num- 
bers. Under the new regulations, the 
allowance will be one free cheque for 
each $100 of minimum quarterly bal- 
ance, up to three cheques a quarter. 
The additional service charge was 
made to meet increased bookkeeping 
costs on the more than 100 million 
cheques passing through the banks 
each year. The increase will bring the 
banks about $2,000,000 a year in ad- 
ditional revenue. However, the in- 
crease in interest rates from 1% per 
cent to 2 per cent put into effect some 
months ago will increase revenue for 
savings depositors by about $19,500,- 
000 a year. 


4 o ca 


Foreign Exchange 

The recent issuance by two Canadian 
banks of charts showing the value 
fluctuations of U.S. and Canadian dol- 
lars, and the release of a book devoted 
exclusively to foreign exchange, indi- 
cates the growing interest in this sub- 
ject on the part of the public. 

A folder now being widely dis- 
tributed by the Bank of Montreal 
charts the fluctuations of the Canadian 
dollar in U.S. dollars and in pounds 
sterling between 1914-1953. The Cana- 
dian Bank of Commerce has issued 
charts that show the position of the 
U.S. dollar in terms of the Canadian 
dollar in 1953. 


The book, “Foreign Exchange in 
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The changing relationship between Canadian and U.S. dollars 


Canada,” (University of Toronto 
Press, $5.95) was written by Sidney 
A. Shepherd, who until recently was 
manager of the Bank of Montreal’s 
foreign exchange department. The 
book is intended primarily as a text for 
bank employees as well as general 
students of foreign exchange. In his 
preface, Mr. Shepherd points out that 
his work was not written for econ- 
omists, but for the layman and the 
plain banker. Canada’s banks, he said, 
have done much to spread information 
on the subject among their customers 
and are educating staff members on 
the conditions that accrue from a free 
money market. 

The book deals chiefly with the for- 
eign exchange operations of Canadian 
banks. It describes the various type 
of foreign exchange transactions in 


Typical of Canadian bank advertisements appearing in the U.S. 
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daily use and tells how these are 
handled by the main banking centers 
in Montreal and Toronto. It also de- 
scribes transactions in other than U.S. 
and Canadian dollars. Other chapters 
are devoted to the operations of 
brokers; to letters of credit; travelers 
checks; other methods of handling for- 
eign exchange; and the history of 
foreign exchange controls. 

Addenda to the book gives full in- 
formation on currency customs, laws, 
conversions, etc. 


o ° 7. 


Advertising to the U.S. 
Increasing interest on the part of 
U.S. businessmen in Canada has led 
Canadian banks to advertise their 
services and the country’s economic 
expansion in more and more United 
States publications. Three of the 
banks, Canadian Bank of Commerce, 
Bank of Montreal, and The Royal Bank 
of Canada, advertise regularly in U.S. 
dailies and business papers. The ads 
appear principally in the industrial 
cities in the northeastern U.S., but 
some also are run on the west coast. 
The ad copy is effectively illustrated 
and deals with Canada’s expansion in 
manufacturing, oil, uranium, paper, 
aluminum, with capital investments 
and the growing population. The copy 
is designed to bring inquiries from 
American firms and banks interested 
in Canada as a market, as a source of 
supply, or as the location for branch 
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factories. The banks also advertise 
their special services, such as that 
offered‘ by the oil and gas department 
of the Royal Bank of Canada. 

As a result, the banks are receiving 
an increasing number of requests for 
their monthly economic reviews and 
special services bulletins. 
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Term Deposits 

Higher rate of interest for term 
deposits are being offered by the 
Mercantile .Bank of Canada, head- 








NEW ZEALAND 
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office Montreal, as a method of at- 
tracting deposits to this recently 
formed Canadian bank. The new de- 
posits are of two types, fixed term 
deposits and notice deposits. Such 
term deposits are also offered in Can- 
ada by trust companies, but not gen- 
erally by the Canadian chartered 
banks. 

The Mercantile now offers interest 
rates from 2 per cent to 234 per cent 
for these new types of deposits. The 
fixed term deposits are being made for 
periods of 3 months at 2 per cent in- 
terest, 6 months at 244 per cent inter- 
est, and 12 months at 2% per cent in- 
terest. The notice deposits are 
accepted for an indefinite period. They 
carry interest rate of 214 per cent for 
3 months’ notice, 2% per cent for 6 
months’ notice, and 234 per cent for 
12 months’ notice. 

Both types of deposits are quoted 


| for residents of Canada on deposits of 
| $100 or more, but not exceeding $10,- 


000. Special arrangements can be made 
by individuals and corporations for de- 
posits over $10,000. The bank points 
out that interest rates may be altered 
from time to time for new deposits as 
conditions change in the money mar- 
ket. 

The Mercantile Bank of Canada will 
open its second office at Vancouver this 
month, where it will also offer the 


fixed term and notice deposits. 
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Industrial Bank Exhibit 

An exhibit of the products that were 
manufactured in the city of Hamilton 
some 50 or more years ago was re- 
cently placed on display in the lobby 
of the main branch of the Bank of 
Nova Scotia in that city. Hamilton is 
Canada’s third industrial city and a 
major centre for steel making, ma- 
chine tool manufacture, heavy indus- 
trial products, electrical appliances, 
agricultural implements etc. 

To prepare the historical display the 
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| percentage of net profits to paid-up 
| capital ranged from 24.67 percent 
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Bank displays early radio 


bank’s officials contacted more than 
500 of the city’s industrial firms, and 
the display represented items from 
more than 30 different industries. The 
firms dug through warehouses, display 
rooms and old files to come up with a 
wide variety of items, including early 
mail order catalogues and pin-up girl 
advertising used in 1900 to promote 
cigarette sales. 
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Bank Earnings 

A report in the Canadian Parliament 
on the earnings of Canada’s ten char- 
tered banks which operated during 
1953, showed increases in dividends 
paid of from 1 to 4 per cent in the 
past four years. In 1953 the Bank of 
Nova Scotia paid 18 per cent divi- 
dends; the Bank of Toronto 17 per 
cent; Imperial Bank of Canada 15 per 
cent; the Bank of Montreal and the 
Royal Bank of Canada each 14 per 
cent; Dominion Bank 13 per cent; 
Canadian Bank of Commerce and Ca- 
nadian National Bank each 12 per 
cent; and Provincial Bank of Canada 
7 per cent. No dividend rate was re- 
ported for Barclays Bank (Canada). 

The report showed that net profits of 
the ten banks totalled $30,386,000. The 


(Royal Bank of Canada) to .6 percent 
(Barclays Bank), with most of them 
around 20 percent. 

Percentage of profits to share- 
holders’ equity was greatest in the case 
of the Canadian National Bank at 8.85 
percent, but the average was about 7 
percent. The amounts provided for in- 
come taxes in all cases were close to the 
amounts of the banks’ net profits, in 
some cases being greater. The ten 
banks collectively transferred $24,834,- 
000 to contingency reserves in 1953. 
This was about $3,000,000 less than in 
each of the two preceding years. 
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THE BOOKLET COUNTER 








Your Banking Future. . . Spright- 
ly cartoon-type drawings in this new 
employe manual of a large Arizona 
bank point up the bank’s philosophy, 
customer services, and employee bene- 
fits in an unusually interesting man- 
ner. Because its style is friendly and 





WALLEY 


NATIONAL @ 


BANK 


Excellent employees’ manual 


informal and because it is brief yet 
thorough, the booklet provides an ex- 
cellent example for other banks that 
contemplate a similar manual for their 
own employees. 


Property Appraisal . . . Loan and 
trust officers, or anyone in banks or 
other financial institutions directly 
connected with the ownership of prop- 
erty, will find this booklet useful. 
It suggests answers to the questions: 
What is value, depreciation and obso- 
lescence; how to reduce the tax bur- 
den; and how to buy and sell profit- 
ably. Additional copies are offered to 
bank and other financial organizations 
for their clients. The booklet was pre- 
pared by a nationally operated firm 
of valuation engineers. 


Employee Attitudes and Produc- 
tivity ... This article reprint is based 
upon the premise that “business man- 
agers face the challenge of getting 
workers to participate fully in achiev- 
ing the goals of their firms.” The 
author has spent many years in indus- 
trial relations work and is now the 
director of the W. E. Upjohn Insti- 


May, 1954 





tute for Community Research. In the 
article he examines the psychological 
insight to the problem of management- 
employee relations, and then gives 
helpful hints on promoting healthy 
employee attitudes toward increasing 
productivity. 


Community Relations Program 
...A package program that was first 
used in a prize-winning community 
public relations endeavor by a Spring- 
field, Massachusetts, bank three years 
ago. Since then many other banks and 
firms have successfully used the pro- 
gram which is woven around the book- 
let, “Guardians of Your Property and 
Welfare.” The booklet describes how 
citizens and police can cooperate to 
prevent crime and protect property. 
Its cover bears the name and seal 
of the local police department and 
the back cover is bank-imprinted. 
Material used to promote the distri- 
bution of the booklet includes a sample 
radio script, news release and letters, 
and a “policies and procedures guide” 
on community public relations. Al- 
though a syndicated, program, sample 
copies of the booklet and releases are 
free; quantity orders can also be 
placed with the publisher. 


Defense Against Recession .. . 
The full text of a Committee for Eco- 
nomic Development release that re- 
cently received country wide publicity 
through the major wire services. It is 
a long-range appraisal of the country’s 
ability to resist or recover from eco- 
nomic declines. The study is the result 
of two years of research by many 
leading businessmen and economists, 
and bank management in general will 
not only be interested in the numerous 
recommendations that are made, but 
find them useful. 


“Horse Sense”... In this booklet 
an excellent use of the technique of 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











narrative is made to point up the needs 
for wills and trust services. The read- 
er’s attention is captured by the title, 
“Horse Sense,” and an appealing pic- 
ture of a horse on the cover. He is thus 
lured inside where the personal experi- 
ence story of a young man is told to 
describe the needs for trust services. 
This is a good example of an indirect 
approach to catch reader attention, 
and of the use of the narrative tech- 
nique to hold it. 


Travelers Check Promotion .. . 
Here’s a handy 14-page booklet to help 
banks and other financial institutions 
promote travelers checks this summer. 
It contains concrete information in- 





A bank promotion-program 


cluding the monthly sales curve for 
each state, and the best selling days of 
the week. It also includes a list of local 
advertising and display ads, a dozen 
field-tested promotional ideas, and a 
number of suggestions through which 
banks can tie-in with the firm’s na- 
tional campaign. 


Foreign Exchange Booklets .. . 
A large bank in New York and an- 
other in Chicago each offer booklets 
showing complete foreign exchange 
quotations. In addition to the quota- 
tions, one booklet gives tables on deci- 
mal equivalents of common fractions. 
The other booklet cites currency regu- 
lations and gives tables on tempera- 
ture comparisons, metric equivalents 
of U.S. weights and measures, and 
time differences of principal countries 
and their capitals. 
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FIRST NATIONAL BANK 
in ST. LOUIS 


Special service features like these speed every check, draft and note 
collected through First National Bank in St. Louis: 


© Our exceptionally large number of direct sendings saves you mM 
time and money—speeds final payment of items. (l, 
@ Airmail is used to all points which cannot be reached over- ill litli 


night by regular mail. 


@ Dispatches and pick-ups are made half-hourly by our trucks 
at the St. Louis Main Post Office. 


© Our central location and concentrated coverage of the Midwest 
are made even more effective by the fact that St. Louis is the TH E ef RST 
nation’s second largest railroad center, served by 18 trunk line NATIONAL BANK 


railroads and five major airlines. 


Why not write, phone or stop in to see how we can take care of your ik ST. LOU iS 


collections and other banking needs? We’re sure that our bank, with 
its complete facilities and friendly, experienced staff, can be of 
substantial assistance to you. 








FIRST IN ST. LOUIS for correspondent banking services 


Collections Foreign Services Security Safekeeping 
Credit Information Operating Methods Special Services 


Excess Loans Public Relations U. S. Government Bonds 





Member Federal Deposit Insurance Corporation 
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COURT DECISIONS 








By FREDERICK C. FIECHTER.,. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


“Savings”? Use Upheld 
By High Court 

The U. S. Supreme Court last month 
held that national banks may use the 
word “savings” in their advertising 
and in the conduct of banking opera- 
tions. 

Previously, New York State bank- 
ing law forbade the use of the word 
“savings” by any banks other than its 
own chartered savings banks and 
savings and loan associations. At the 
same time, the National Banking Act 
declared the right of a national bank 
to enter into the savings business. 

In ruling, the Supreme Court said: 
“We cannot believe that the incidental 
powers granted to national banks 
should be construed so narrowly as 
to preclude the use of advertising in 
any branch of their authorized bus- 
iness. It would require some affirm- 
ative indication to justify an interpre- 
tation that would permit a national 
bank to engage in a business but gave 
no right to let the public know about 
gg 

The Franklin National Bank of 
Franklin Square, New York, the Long 
Island institution that is one of the 
fastest growing banks in the country, 
always felt sure that eventually it 
would overturn New York State’s 
banking statute of nearly a century’s 
standing. But the litigation cost a 
total of $175,000, says Arthur T. 
Roth, president of the bank. 

Following the high court’s decision, 
New York State’s banking board, in 
a regulation that has the full force of 
law, almost immediately gave all 
banks, trust companies, industrial 
banks and private bankers the author- 
ity to use the word “savings” without 
waiting for New York’s legislature to 
clarify the law in accordance with the 
Supreme Court’s ruling. Savings ac- 
counts no longer have to masquerade 
as “thrift,” “special interest” or 
“compound interest” accounts. 

Mr. Justice Reed dissented from 
the U. S. Supreme Court’s majority 
opinion. Said Mr. Reed: “The pur- 
pose of the New York law is to reserve 
the use of the word ‘savings’ to 
identify the mutual type of banking 
operation for the public, just as the 
federal banking laws reserve the name 
‘national’ for a certain type of bank 
organized under federal law ... As 
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no federal statute expressly authorizes 
the national banks to use the words 
‘saving’ or ‘savings’ in their advertise- 
ments, I think they must conform to 
the New York law for the protection 
of the public from misunderstanding. 
I would not imply a federal privilege 
to use ‘savings’ in advertising from 
the fact that national banks may ac- 
cept savings deposits.” 

Counsel for the Franklin bank said 
that, if dissenting Justice Reed’s 
opinion were taken literally the bank 
could add, under its corporate title, 
“A Savings Bank.” But it does not 
intend to do so. There are, however, 
eight national banks in the country, 
including the nation’s largest bank, 
which have “savings” in their cor- 
porate titles. 

Two sidelights of the decision de- 
serve mention. It held commercial 


banks to be directly competing with 
savings banks, something New York 
laws have generally denied. It will 
encourage more intense competition 
between commercial and mutual sav- 
ings banks and possibly stir the sav- 
ings banks to greater retaliatory ef- 
forts. 

The other sidelight is that the 
Franklin bank used in its defense a 
public opinion survey to support its 
argument that most persons on Long 
Island knew what “savings” meant, 
but that more than half of them did 
not know the meaning of “thrift,” 
“special interest” or “compound in- 
terest” accounts. It was one of the 
rare occasions, and perhaps the only 
time, that such a survey was success- 
fully used in court. For courts have 
considered such testimony generally 
inadmissible as hearsay’ evidence. 
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* Papua, and in London. 
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Matthew Chappell, psychology pro- 
fessor at Hofstra College, who con- 
ducted the survey, explains that he 
was ready to use his interviewers’ 
notes if the survey had been chal- 
lenged as hearsay. 

On this score, Justice Jackson said, 
“Regardless of whether New Yorkers 
are really misled by the descriptions, 
the fact is that Congress has given a 


particular label to this type of ac- 
count. Whatever peculiar meaning the 
word (savings) may have in New 
York, it is a word which aptly de- 
scribes, in a national sense, the type of 
business carried on by these national 
banks. They do accept and pay interest 
on time deposits of people’s savings, 
and they must be deemed to have the 
right to advertise that fact by using 
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Triplicating, snap-aparf, 
one-time carbon ... 
MONEY ORDER SYSTEM 
with MAILING ENVELOPE 
attached to each check... 






380 CAPITOL AVE., HARTFORD, CONN. 
Please send samples and prices on 
Envo-Checks. 
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the commonly understood description 
which Congress has specifically se- 
lected. We find no indication that 
Congress intended to make this phase 
of national banking subject to local 
restrictions.” 


The Franklin National Bank of Frank- 
lin Square v. The People of the State 
of New York, No. 427 October Term, 
1953 Supreme Court of the United 
States. 


e ae * 


Charge-back 

A bank in California charged back 
to one depositor’s savings account the 
amount of a check credited to that ac- 
count after finding that the funds in 
another depositor’s checking account 
were insufficient to cover the deposited 
check on presentment. A _ District 
Court of Appeals upheld the bank. 

A Mrs. Larrus took to the defendant 
bank, with which she and her husband 
had had no prior dealings, a check of 
$1500. The check was drawn on it by 
Eugene Martini, Mrs. Larrus’ brother, 
as final payment of a loan made to 
Martini. Mrs. Larrus asked an em- 
ployee of the bank whether the check 
was good and was told that it was, the 
funds in the account then being suffi- 
cient. She then said that she wished to 
open an account in the name of her 
husband and herself as trustees for 
their two sons and to deposit the check 
in that account. Mrs. Larrus was told 
that for the opening of such an ac- 
count the signature of her husband 
also was required. She was given a 
card for him to sign and signed one 
herself. The cards contained directly 
above the space for the signature a 
printed statement that the depositor 
agreed that the account was to be car- 
ried as a savings account and that the 
funds in it should be governed by the 
by-laws, regulations, rules and prac- 
tices of the bank. Her attention was 
not expressly called to this clause and 
she was not advised of the contents of 
the by-laws, rules and regulations. 

The following morning, Mrs. Larrus 
took the signed cards and the check 
endorsed in blank by her and her hus- 
band back to the bank and was given 
a savings pass book in which the 
amount of the check was entered. The 
pass book contained printed rules gov- 
erning savings accounts, which were 
not called to her attention. 

Mrs. Larrus had taken the check to 
the bank on Dec. 1. The bank records 
received in evidence show that on 
December 2, at the beginning of bus- 
iness there was in the Martini account 
$2348.88. On that date there were 
charged to said account one check of 
$70, one of $1875, one of $25 and the 
Larrus check of $1500. No deposit was 
made on it that day. When it was 
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PERSONAL 
SERVICE 


maginative thinking 


In most city banks the starting point is 
fast collection, round-the-clock transit 
service, reciprocal loan agreements — 
this is today’s standard. Now, a few 
forward-looking banks go beyond this 
point with IMAGINATIVE THINKING. 

An example: By reducing collection 
time, “float” has been materially re- 
duced. The end result: Creation of new 
money (heretofore in mail bags or else- 
where in transit), bigger balances, more 
working capital and reduced credit 


implemented by research, 1s blueprinting the 


patterns of tomorrow's banking methods and services 


liabilities for commercial customers. 

Your bank and its customers can 
profit by association with these special 
banks which are researching the future, 
applying the powerful levers of time, 
energy, money and thought to improve- 
ment of services. 

Union Bank feels privileged to serve 
an increasing number of banking insti- 
tutions, as well as more and more of the 
nation’s ranking companies in com- 
merce and industry. 


Union 
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Quickly, Easily, Effectively Destroy confi 
dential papers, records in your own office! 
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portable shredding machine atau especially 
for office use! Quiet, compact, streamlined! 


Never before an office shredding 
machine combining the speed and 
economy of the new SHRED- 
MASTER BANTAM 10. Anyone can 
operate it. No fuss, no trouble! 
Greater cutting width, speed, 
capacity, and power than ever 
before! Safety throat! Smart func- 
tional design, about size and 
weight of business typewriter. 
Priced well within the budget of 
all businesses - large or small. 
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A Division of Self Winding Clock Company, Inc. 
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Brooklyn 5, N. Y. 





























BETTER SIGNS AT LOWER COST 


Handsome, hand- 
chased, “equal to 
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num tablets and 
name plates at 
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found that by the total of the checks, 
amounting to $3,470, the account was 
overdrawn, a counter entry of $1500 
was made the same day to cancel the 
charge of the Larrus check and plain- 
tiff’s savings account was charged 
with that amount. On December 7, 
plantiffs received a return item advice 
letter dated December 4, that bore a 
postmark of December 6, and advised 
them that their account had been 
charged and that the check was being 
held for their instructions. 

More than a year later Mrs. Larrus 
claimed the $1500 from the bank. 

The pertinent California law pro- 
vided that any credit allowed by a 
bank for a check drawn on, through, 
or payable at the same bank in which 
it was deposited, would be provisional 
only. It would bé subject to final pay- 
ment, provided that a check drawn on, 
or payable at the same bank allowing 
such credit had to be found good or 
else returned unpaid, or notice of dis- 
honor duly sent before the end of the 
next succeeding business day when 
such check had been received. The act 
went on to say that that provision 
might be modified or abrogated by a 
written agreement between the bank 
and its depositor the next day. 

The court conceded that the great 
weight of authority holds that, apart 
from certain exceptions, an overdraft, 
when credited to payee’s account in 
the same bank, cannot be charged 
back. However, the court found that 
the condition for charging back had 
been set aside by the written agree- 
ment of the parties, notwithstanding 
that the rule so stating had not been 
called to the attention of the de- 
positors when they signed the cards. 
Larrus v. First National Bank of 


e +. * 


Function of a Check 


The function of a check used as a 
non-contractual medium of transfer- 
ring money was recently defined by the 
Kansas City Court of Appeals in Mis- 
The case involved a man who 
presented a check in payment for an 
automobile and then died the following 
day. 

Payment on the check was refused 
owing to the death of the purchaser. 
The dealer thereupon took steps to re- 
possess the car. However, the adminis- 
tratrix of the estate sued the dealer 
for the premium of $500 which she 
would have enjoyed had the car been 
hers to re-sell. 

In court it was undisputed that it 
was a cash sale. The vital question, 
however, the court said, was whether 
the administratrix could establish that 
the dealer had agreed to accept the 
deceased purchaser’s check as payment 
of the purchase price of the car. 





Said the court: “Certain general rules 


.coptrolling transactions of this kind 
‘are well settled in this state. They are: 


that a check is not payment of a debt 
unless by express contract it is so re- 
ceived; that there arises no presump- 
tion that a creditor takes a check in 
absolute payment from the mere fact 
that he accepts it from his debtor, in 
fact the presumption is just the con- 
trary; that the evidence must clearly 
establish that the seller agreed to ac- 
cept the check as payment; and the 
burden is on the debtor to so prove by 
clear and cogent evidence.” 

“‘The delivery to or acceptance by, 
the creditor of his debtor’s check, al- 
though for convenience often treated 
as the passage of money, it is not 
payment, * * * in the absence of any 
agreement or consent to receive it as 
payment, or any laches or want of 
diligence on the part of the creditor, 
* * * Tn such case, the original debt is 
not paid or discharged unless, and 
until, the check itself is actually paid 
on due presentation, * * *.’ In some 
states it is held that even though the 
check is certified before delivery it is 
not payment unless expressly so 
agreed. ... We need not go that far 
in this case.” 

Hickerson v. Con Frazier Buick Co. 
264 S.W. 2d 29 (1953) 


oa * * 


Rate of Interest 

The Supreme Court of Rhode Island 
recently held that the obligee on an 
overdue promissory note was entitled 
to only the statutory interest from 
the date of starting suit and that the 
obligee was not entitled to interest on 
the principal sum of the note from 
the date of maturity. 

The defendant promisor and the 
plantiff promisee had been engaged in 
a “pool” in buying and selling stocks. 
The defendant admitted receiving the 
money ($525 in cash) but claimed 
that because he was engaged with the 
plaintff in the stock pool the plaintiff 
really owed him money, so that there 
was no consideration for the note. The 
Lower Court found to the contrary 
and allowed interest on the principal 
amount because the note read: 

Interest “at the rate of 0 per cent 
per annum, payable semi-annually till 
said principal sum is paid, whether at 
or after maturity, and all installments 
of interest in arrears, whether before 
or after maturity, to bear interest at 
the rate aforesaid till paid.”. But the 
Appellate Court remitted the case to 
the court below with the direction to 
enter judgment without interest for 
the period prior to the date of starting 
the suit. 

Jordan v. Harson, 
(1954) 


102 A. 2d 709 
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The Banker’s Dilemma 





He’s d---d if he does, and d---d if he doesn’t 


...the one way out is Mortgage Insurance 





Poor banker! If he forecloses on a mortgage, he’s a “heartless 
soul,”” driving the widow from her home. If he doesn’t, then he’s 


a “sentimental fool,” risking the bank’s money on a hopeless case. 


Lucky the banker who has found the way out: MORTGAGE 
LIFE INSURANCE. He just stamps the mortgage “Paid in 


Full’’...the insurance pays off the entire loan. 


And what a host of good will he builds with his customers! The 
borrower knows that a small amount added to his monthly 
mortgage payment makes certain that, should he die, his wife 
will inherit a deed instead of a debt. 


You can see why so many bankers look upon Mortgage Insur- 
ance as the greatest thing that’s come along—both from the cold 
financial view, and for making the bank more human. Some go fur- 
ther: They offer Health and Accident Insurance, too, so that even 


a borrower’s disability cannot interrupt his mortgage payment. 


Does your bank offer these mortgage insurance plans? There is 
every good reason it should. Every reason to choose your plan 


now—from FEDERAL, a leader in this field for almost fifty years. 


We'll be glad to send you a complete portfolio; description of plans, 
sample forms, customer promotions. Write for Mortgage Plan Portfolio. 
































Every good reason 
to choose 


FEDERAL 





Mortgage 
Insurance Plans 


Proven customer appeal. Nine 
out of ten borrowers having Fed- 
eral Mortgage Insurance request 
similar protection on other loans. 
Planned by bankers them- 
selves. Federal Insurance meets 
the banker’s exact needs—as 
stated by them. Planned by men 
with a long background in the 
mortgage field. 

Custom designed for you. The 
plans Federal recommends to you 
are based on a careful study of 
your operations. 

Completely flexible. Complete 
life protection with or without ac- 
cident and health benefits. Also 
credit insurance for short-term 
loans. 


Claims paid promptly. Checks 
usually air mailed within 24 hours 
of receipt of claim. 

Simplified forms. Easy for your 
customers, easy for you. They add 
little or no detail to your present 
operations. 

All promotional tools. Rate 
charts, plaques, posters, news- 
paper ads—Federal supplies every- 
thing you need. 

Highest rating. Best’s and 
Dunne’s—leading policy-owners’ 
reporting services—give Federal 
their unqualified recommendation. 


LIFE 
PROTECTION 


DISABILITY 
PROTECTION 


JOHN H. CARTON 
President 
HAROLD L. BUCK 


Vice President and Manager, 
Credit Insurance Division 
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fava LIFE AND CASUALTY COMPANY 


Wolverine-Federal Tower ¢ Battle Creek, Michigan 
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Now — BETTER Vault 
Steps at LOW PRICES 
CARD Sturdi-Lite 


ALUMINUM—Tubular Frame con- 
struction—STRONG and RIGID, 
yet Surprisingly Light. They make 
upper boxes more rentable. 


Always Bright, Neat Looking—no up- 
keep cost. Rubber feet prevent slipping. 
NON-SKID Rubber Treads on One- 
piece Cast Aluminum steps. 10” between 
steps in both models. Top step 934”x 16”. 
Lower steps 9”x 14”. 


2-STEP MODEL—No. 202 


20” high, 17” wide, 
184%.” long. Price $95.00 
F.O.B. Detroit, Mich. 


3-STEP MODEL—No. 303 
30” high, 17” wide, 26” $37.50 


long. Price F. O. B. 
Detroit, Mich. 
Model 303 with Casters add $5.50 
Prices subject to change without notice 


Write for details or send order to 


D. R. CARD CO. 


830 Merchandise Bldg., 
MINNEAPOLIS 3, MINN. 

















COIN BOXES - 32 CENTS EACH 





We specialize in RETURN ITEM SLIPS 
and forms for window envelopes. 
Write for samples and prices. 


Cc. W. LAWRENCE Co. 


BANK SUPPLIES 


Saratoga Springs, N. Y. 
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PROVIDING STAFF INCENTIVE 


CONTINUED FROM PAGE 35 
are weighed by the committee in the 
course of its deliberations. 

Suggestions accepted by the com- 
mittee to date cover a wide range of 
subjects and many of them have 
brought about substantial savings of 
time and money, while others have im- 
proved our working conditions and in- 
ternal relationships. 


OLLOWING are digests of some of 

the suggestions approved by the 
committee since the program was in- 
augurated: 

A proposal that the bank provide 
waste protectors for wash basins to 
prevent clogged drains and the loss 
of valuable articles. 

A proposal that printed cards be 
provided setting forth our require- 


| ments to executors and administrators 


seeking to make will searches in our 
Safe Deposit Company. 

A proposal that second sheets for 
letterhead should contain the name of 
the bank and a page number in the 


| upper left hand corner. 


A proposal for a change in the prac- 


| tice of the city bookkeeping division 


involving the use of regularly assigned 
relief clerks instead of telephone 
clerks, permitting telephone clerks to 
be at their stations at all times to 
answer customer calls. 

A proposal that special blue envel- 
opes be prepared for inter-depart- 
mental mail deliveries to distinguish 
them from regular outgoing mail dis- 
patches. 

A proposal that the bank use special 
holiday letterhead during the Christ- 
mas season. 

A proposal that the air-conditioning 
tower atop the bank building be used 
for advertising messages. 

A proposal that a special form letter 
be prepared for banks and auditors 
describing securities held in our safe- 
keeping department. 

A proposal that all tellers be pro- 
vided with bank-by-mail supplies in 
addition to supplies kept on check 
desks. 

A proposal for a change in bank-by- 
mail receipt forms, inspired by the 
fact that many bank-by-mail custom- 
ers failed to place their names and 
addresses on these receipts, apparent- 
ly under the impression that the in- 
formation was required only if they 
have moved recently. 

A proposal that personal loan cus- 
tomers be provided with special en- 
velopes addressed to the department 
for use in making remittances. 

All of these suggestions, and many 
others, both of technical and non- 
technical nature, have already been 


placed in effect and are working out 
to the advantage of the bank and its 
customers. 

“Even if our suggestion system 
never pays off huge dividends in op- 
erational savings, we believe it is a 
really constructive addition to our 
personnel program,” says Ray J. Mil- 
ler, vice president and personnel di- 
rector, who is chairman of the sug- 
gestion committee. “It is our belief 
that a suggestion system, properly 
operated, is worth while if it serves to 
improve employee morale. 

“The idea behind a suggestion plan 
is simply that the average employee 
devotes a great part of his working 
day to performing one or a few func- 
tions. He may know the details of his 
job better than anyone else. Certainly, 
he looks at his job from a different 
point of view. For this reason, he may 
have ideas that nobody else would 
think of about better ways to do the 
job. 

“Unfortunately, the worker may be 
reluctant to make suggestions because 
he fears that his department head will 
think it a reflection on him for not 
having thought of the idea himself, or 
because he believes the bank will get 
all the benefit from the suggestion and 
he will get none. 

“If, however, you encourage all em- 
ployees to make suggestions by pro- 
viding a formal plan, you can over- 
come this reluctance and obtain valu- 
able ideas. 

“Of even more importance is the 
fact that the employee has a channel 
by which he can go right to the ‘top- 
side’ with his ideas and in doing so 
get the feeling that he has become a 
recognized and valued member of the 
management team.” 


DWARD C..Anderson, vice presi- 

dent in charge of the new business 
phase of the program, also has found 
that the morale-building aspects of the 
plan are more important than dollars- 
and-cents considerations. 

“Understandably,” he says, “many 
employees have not in the past felt 
an overwhelming urge to solicit new 
business or to be alert for new busi- 
ness opportunities, when the only in- 
centive held out to them was the some- 
what vague statement that the bank 
‘appreciated’ their efforts. 

“This kind of incentive becomes 
much stronger when it is backed up 
by recognition in a monthly bulletin 
distributed to the entire staff and 
made tangible by substantial additions 
to the paychecks of participants.” 

Instances of increased alertness to 
new business opportunities have been 
cited at every meeting of the new busi- 
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BANKING NEWS ...NEW CRAIG 
EQUIPMENT IMPROVES CHECK 
CYCLE OPERATION 


NEW File Equipment and a detailed operating procedure to handle checking accounts 
NEW Check-Pac which is the key to the success of this type of operation 
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Durable transparent plastic check-pak to hold 
signature card, ledger and check—up to 25 
items or more of any size up to 9 inches wide 























by 4 inches high—designed to in- . , 
sure proper filing and the proper Model 9904 File Unit 
balance pick-up on the top item housing up to 4,000 accounts, 

visible in the Check-Pak. the capacity of one daily bookkeeper. 














Chech-Pac—the hey to a better operation at substantially lower costs 


®@ Bookkeeper handles checks once, posting and filing in @ Balance transfers as a by-product of the statement 
check-pak—no rehandling or filing errors—one daily operation. 
bookkeeper handling up to 4000 accounts. @ Eliminates long proofs. 
@ |mmediate accessibility to all account data in the check- ® Work load peaks leveled. 
pak—the signature card, ledger, checks, deposits and @ Less space requirements. 
account balance. ® Tested and proven for over two years at The Citizens & 
® Signature verification on every paid check. Southern National Bank, Atlanta, Ga., in the post to 
® Daily posting accuracy insured and sound audit control. check cycle operation which they have developed. 
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DANVERS, MASSACHUSETTS 


Call the Craig representative for equipment and guidance 
for a sound and proven operational system 
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ness committee since its inception. 
One teller, for example, who had far 
years cashed paychecks for employees 
of a large company in a building across 
the street from the bank, said that up 
to the time of the Double Header 
Award Program, he had talked with 
these people in the bank principally 
about the weather, sports events or 


other happenings of the day. 

After the award program was es- 
tablished, he started talking to them 
about the advantages of having a 
checking account instead of convert- 
ing their paychecks into cash each 
week. In just a few weeks he had 
opened 12 new checking accounts. “I 
believe,” he said, “that it will be easy 
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BUSINESS BANKING 
NEEDS EXPERIENCED 
CANADIAN DIRECTION 


Over 245 Bank of Toronto 
branches throughout Canada 
can provide American busi- 
nesses with complete financial 
and a multiple source of sound 
market information. If you 
plan to enter the Canadian 
market, write our Head Office 
for expert advice and help. 


BAN Ke TORONTO 








Head Office Toronto 1, Canada 
Correspondents throughout the World 








«..there’s a 
Valley Bank Office 
serving the area! 
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COUNT YOUR MONEY! 


* ABBOWW * 


COIN COUNTER COMPANY 
NEW YORK 54, N.Y. 





Coin Counting-Packaging Machines 
Coin Sorting Machines 

Coin Paying and Changing Machines 
Coin Wrappers 

Coin Trays 

Cash Drawers 

Cashiers’ Supplies 


Save Time—See Your Abbott Catalog 


Abbott Coin 
Counter Company 


Manufacturers for Banks Since 1911 


143rd to 144th Streets and Wales Ave., New York 54 











to open at least five times that number 
during the coming year.” 

Other employees have found that it 
is easy to get new business for the 
bank at card parties, bowling matches, 
church and lodge gatherings and other 
places where they meet friends and 
neighbors. 

“IT never realized before,” said one 
secretary, “that most people are flat- 
tered instead of being offended when 
you ask them to open an account with 
the bank. I also learned that new busi- 
ness comes only where it is invited— 
that you can’t expect people to give 
you an account unless you ask for it.” 


N announcing the new business 

plan to the staff last September, 
President William A. McDonnell 
pointed out that one of the basic pur- 
poses of the plan is “to offer each staff 
member a chance to gain wider recog- 
nition and to assume more responsi- 
bility for the continued growth and 
development of the bank. 

“The ultimate goal of this activity,” 
he said, “‘is to improve First National’s 
operations and new business program 
and thus to create broadened oppor- 
tunities for everyone connected with 
the bank.”’ 

Despite the many pitfalls inherent 
in every new business plan and sug- 
gestion system, we have experienced 


| little friction and few misunderstand- 
| ings with employees to date. 


One reason for this, we believe, is 
that a very complete kit setting forth 
all of the rules in great detail was dis- 
tributed at the beginning of the pro- 
gram and is available at all times to 
employees interested in becoming par- 
ticipants. Also, all supervisors and de- 
partment heads have been thoroughly 
briefed concerning the program and 
are very helpful in explaining it— 
and “selling” it—to employees. 

Our monthly Double Header Bulle- 
tin, in addition to reporting results, 
frequently presents recapitulations of 
the rules as well as helpful hints on 


selling bank services and suggestions. . 


One of the serious arguments 
against the use of incentive award 
plans by banks and other employers 
is the fact that such schemes might 
run afoul of the overtime provisions 
of the Wage and Hour Law. Admit- 
tedly, this is a hazard that must be 
considered seriously in connection 
with any such undertaking. 

When we went about setting up this 
plan we consulted with the bank’s at- 
torneys about this hazard, and on their 
advice inserted a disclaimer in all an- 
nouncements of the plan, pointing out 
that no overtime is to be spent on sug- 
gestions or new business without spe- 
cific approval in advance from super- 
visors or department heads. 

The disclaimer further pointed out 
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How to solve 


THE BIG FIVE jnstallment loan problems: 










The customer’s complete coupon book 
is created automatically as a by-product 
of prescheduling the loan ledger. Cou- 
pons and ledger bear identical infor- 
mation regarding each installment. 


Each installment coupon shows com- 
plete, legible information — account 
number, due date, amount of payment 
and balance before and after payment 
—reduces customer inquiries. 


3. Make it easy to pay. 


Mailed-in payments have increased as 
much as 50% in some banking in- 
stances, because the customer has com- 
plete information, a durable coupon 
for mailing, a convenient record stub. 
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Burroughs Coupon-Ledger Plan 










Again, banking experience shows that 
the simultaneous prescheduling of 
ledger and coupons, plus more mailed- 
in payments and easier window trans- 
actions, enable tellers to handle a 25% 
to 50% volume increase. 


Each posting of a payment is auto- 
matically proved on the payment jour- 
nal. Amount of any error is printed, 
localized for quick correction. 


and its all done on one 


Burroughs Sensimatie 


accounting machine 


Does the Burroughs Coupon-Ledger Plan 
solve your particular installment loan 
problems? Talk it over with your Bur- 
roughs man, or write Burroughs Corpora- 
tion, Detroit 32, Michigan. 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 
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Fast, Safe, Easy Handling of... 


TIME PAYMENTS, 
CONSUMER CREDIT, 
PERSONAL LOANS 


All you need for the most efficient and 
economical system known for handling 
periodic payments are standard coupon 
books and a Cummins Perforator. The 
perforator punches date due, amount, 
account number, code ...instantaneously. 
No waiting . . . takes only seconds to 
furnish customer with book. 


Coupons contain all necessary informa- 
tion for highest accuracy. Perfect legi 
bility reduces payment errors, simplifies 
bookkeeping. You never keep customers 
waiting. Encourages more credit business. 


You send no bills, no receipts. Coupon 
book shows customer when next payment 
is due. He comes in or mails payment, as 
you prefer. Paid coupon stub or canceled 
check is his receipt. 


C : 


Since 1887 


bi IN BUSINESS AND BANKS - SINCE 1887 


CUMMINS BUSINESS MACHINES 

Division of Cummins-Chicago Corp. 

Dept. BC-54, 4740 N. Ravenswood Ave., 
Chicago 40, Ill. 

Please send full information on Cummins 
(1) Coupon Perforators [[] Check Signers 


Name 





Name of Busi 


Address of Busi 











Capitol Life Insurance Co., Denver— 
“We improved our service and cut down 
the personnel in our mortgage loan de- 
partment by using a Cummins Perforator 
and coupon books instead of monthly no- 
tices. We have been well pleased with 
this system and plan to extend it to other 
departments.” 


Bartels, Philadelphia —’Cummins Cou- 
pon Perforators provide a fast and accu- 
rate method of creating coupon books,” 
says this appliance dealer. “The perfo- 
rated coupons are easy for both our cus- 
tomers and our bookkeepers to read. This 
system has enabled us to provide our 
customers with better service.” 


Great Southern Life Insurance Co., 
Houston—"We punch policy information 
in remittance envelopes with our Cum- 
mins Coupon Perforator. The system is 
well liked by our customers as well as by 
our agents. It has resulted in consider- 
able savings—mainly due to the reduc- 
tion in clerical handling. The remittance 
envelopes are very satisfactory and per- 
mit us to remind policyholders constantly 
-of an adequate insurance program.” 


Sanford Associates, Inc., Irvington, 
N. J.—"Delinquent and partial payments 
in our sales-finance operation have been 
reduced to a minimum by our Cummins 
Coupon Perforator and coupon books. 
The coupon payment system has been an 
efficient help to our customers and to our- 
selves in handling time payments. It has 
practically eliminated mistakes in post- 
ing.” 


Carbone Investment Co., Denver— 
“The Cummins coupon payment system 
is fast, neat and legible. It eliminates 
monthly notices and mailing of receipts. 
Under and over payments are practically 
eliminated, and it facilitates rapid, accu- 
rate posting. We heartily recommend the 
Cummins coupon payment system to any 
organization handling installment pay- 
ments.” 


Above are only a few of the many thou- 
sands of businesses—both large and small 
—which save time and reduce costs with 
Cummins Coupon Perforators. And many 
thousands of other businesses are saving 
time and money every day with Cummins 
high speed check signers and check en- 
dorsers. For complete information on 
Cummins Perforators, Check Signers and 
Check Endorsers, mail coupon right away! 








that since most staff members work 
less than forty hours in the average 
week, it was not contemplated that 
overtime would be involved in any 
phase of participation in the program. 

In addition to this, each employee 
who turns in a prospect card is re- 
quested to sign or initial the back of 
the card which contains the following 
statement: 

“T am a voluntary participant in the 
New Business Awards Program. 

“T agree to abide by the rules and 
regulations as now set up or as sub- 
sequently amended by the Committee. 

“IT understand that awards will be 
paid in accordance with these rules 
and regulations and that in the settle- 
ment of all questions involving the 
application of the rules the decision 
of the Committee will be final. 

“IT will not engage in overtime work 
in connection with this program with- 
out specific authorization in advance 
from my department head. Signed 

This disclaimer actually does not 
constitute an air-tight defense in the 
event that a staff member files a claim 
against the bank for overtime worked 
or allegedly worked in connection with 
the program. However, it would prob- 
ably have some effect in weakening the 
strength of such claims and discour- 
aging further action of this kind by 
others. 

By and large, we are not much wor- 
ried about this aspect of our program, 
believing as we do that the improved 
morale and broadened team spirit it 
has brought into being has more than 
offset any risks or costs involved. 


AUDIT COUNSELING 
SERVICE 


CONTINUED FROM PAGE 37 


association. Copies of the booklet will 
be distributed to the association’s en- 
tire membership and copies will be 
available to banks or bank officers 
upon request. 

Two other steps are contemplated 
by the association to give further 
assistance to the smaller banks on 
audit programs. One of these will be 
the holding of one-day clinics for newly 
appointed control officers or auditors. 
The other will be a series of local 
seminars on audit procedures. 

Each of the association’s 147 con- 
ferences will hold one of the one-day 
meetings each year. To these meetings 
will be invited not only the newly 
designated control officers but a rep- 
resentative of each smaller bank in the 
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vicinity. These gatherings will serve 
as opportunities for those attending to 
get acquainted with the association’s 
counseling offer and also with basic 
audit procedure. 

Large numbers of participants will 
not be the aim of these meetings. In- 
stead it is felt that groups capable of 
being handled informally, with plenty 
of time for questions, will best serve 
the purpose for which the meetings 
are intended. Present plans call for 
devoting half the available time to 
lectures and half to informal discus- 
sion. 


N outline of the form these meet- 

ings will take has already been 
worked out in detail. There will be 
morning, afternoon and evening ses- 
sions. The program will get right down 
to brass tacks, with the first subject to 
be presented covering “the feasibility 
of controls in the small bank.” It is 
intended that speakers handling this 
subject will be experienced bank au- 
ditors or comptrollers, with an inti- 
mate understanding of the problems of 
the smaller bank. 


From there, the meeting will cover | 
the various types of controls that can | 


be established, with the result that by 
the end of the evening session those 
attending will have a practical, work- 
ing idea of what an audit program 
would mean in their own banks. 

In a way the seminar program 
hinges on and follows the one-day 
meetings, though the two have no 
actual connection. Where the one-day 
meeting is in the nature of an intro- 
duction to audit procedure, the sem- 
inar is a series of class meetings of 
more advanced discussion. 

The seminar classes will extend over 


a period of six months, with one class | 


being held each month. The first meet- 
ing will begin with a discussion of 
the theory and practice of bank audit 
and control, and from thence the 
meetings will proceed to such matters 
as audits and controls for cash and 
cash items, loans and discounts, in- 
stallment loans, mortgages, bank se- 
curities, safekeeping, bank income, 
expenses, and so on. Two of the asso- 
ciation’s conferences, it may be noted, 
already are holding such seminar 
meetings. 

The whole program, says President 
Chaney in conclusion, is being in- 
stituted to disseminate educational 
information on auditing and control, 
for the betterment of banking. “For 
30 years,” he points out, “The Na- 
tional Association of Bank Auditors 
and Comptrollers has directed its ef- 
forts toward the reduction of the 
menace of defalcations, and since 1948 
it has waged a vigorous war on bank 
fraud. The ultimate goal of this war 
is the establishment of an audit pro- 
rram in every bank.” 


May, 1954 





BRANDIS 


USED BY BANKS 
ACROSS THE NATION... 


MODEL 250 
BRANDT AUTOMATIC 
CASHIER 


Delivery chute type. Coins 
delivered direct to cus- 
tomer upon depression of 
a single key. 


MODEL SL 
BRANDT COIN SORTER 
AND COUNTER 
Motor driven. Sorts and 
counts mixed coins, pen- 
nies to half dollars, inclu- 
sive. Features new ‘‘quick 
take-apart’’ construction 
permitting quick, easy ac- 
cess to many of the work- 
















MODEL 150 
BRANDT AUTOMATIC 
CASHIER 


Trap door type. Coins de- 
livered to customer by op- 
erator following depression 
of a single key. 


MODEL CHM 
BRANDT COIN COUNTER 
AND PACKAGER 


Motor driven. Handles all 
coins from pennies to silver 
dollars, inclusive. Mechan- 
ical improvements make 
for speedier packaging of 
coins with less effort. Hand 
operated machine is also 


ing ports. 





available. 


Noam, south, east and west... in every part of the 
country . .-. banks of all sizes have installed Brandt 
equipment to improve their coin handling operations. 


The reasons for this choice can be stated in a few words 
— Brandt. Brandts perform at great speed with absolute 
accuracy and are built to extremely high standards to 
insure long dependable service. 


The advantages of Brandt machines are available to 
your bank. Write us at the address below for further 
information regarding this equipment. 


BR AN DT 


AUTOMATIC CASHIER COMPANY 


WATERTOWN, WISCONSIN 
2 
Established 1890 


‘Brandt’ and ‘*Cashier’’ registered United States Patent Office and Canadian Trade Marks Office 



































ARE YOU LOOKING TOWARDS PERU... ? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation 65 years ago. If you are interested in 
doing business in Peru a letter addressed to us will 


assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 


Head Office - - LIMA 


73 Offices Throughout the Country 


CAPITAL - S/.80,000,000.00 
SURPLUS - S/.63,529,883.49 


“Peru's Oldest National Commercial Bank" 

























88 


RES ES 
af 


. secs EEN 





Perforations 


are 


PERMANENT! 


When you cancel checks and mark other papers by perforating, you’re 
away ahead in safety. Perforations can never be changed or erased. They’re 
permanent! And you're even farther ahead in efficiency if you use an 
American 400. It’s entirely automatic ... perforates thousands of checks 
per hour... requires no special skill to operate. It will actually pay for 
itself in time saved. Let us show you how! Send the coupon. 


Find ovt about the American trade-in | THE AMERICAN PERFORATOR CO. 
plan. You can save by trading-in your 619 W. Jackson Blvd., Chicago 6, Illinois 
old equipment 





Please forward price and literature about the | 


American 400 Perforator. [ We are interested | 


| in trading-in old equipment. 
Sales and Service 














in Principal Cities I = 
| Bank 
= RI CAN Address 
PERFORATORS...SINCE 1910 | Gin =a 
i casiesinescads eaiancenensneniedpedamnieeah lites aiatibhiemeinestiniavinsitah 





POST TO CHECK 
OPERATION 


CONTINUED FROM PAGE 42 


alphabetical order before either list 
was run. Suppose the poster has a 
$90.00 difference, representing a 
$10.00 check posted as $100.00. Com- 
paring the two lists quickly discloses 
the error. The girl can tell by the 
error’s position on the list approxi- 
mately where it falls in the alpha- 
betical sort. She refers to the proper 
sub-division of the check holder tray 
and goes through until she catches the 
actual posting error for correction. 


HERE is no real audit control es- 

tablished merely because the add- 
ing machine list total agrees with the 
posting machine total, since both of 
these were ordinarily made by the 
same girl. The control comes in having 
the total of the day’s items for the 20 
sections added together to balance out 
with the totals sent up from the proof 
department for these items. The book- 
keeping department knows this total 


| and tries to balance to it. But the audit 


department makes the actual entries 
on the control cards, which are kept 
in a safe in the department, with the 
safe’s combination known only to the 
auditors. If the day’s work cannot 
balance out with the proof figure, 
auditing department people come in 
to help find the difference. This hap- 
pens rarely. 

That is all there is to the posting 
operation, and all there is to the 
checking of the day’s work for accu- 
racy. It should be pointed out that the 
way it is handled greatly decreases 
the probability of a check being posted 
to the wrong account. The poster is 
working with the check containing 
the actual signature, and she is taking 
her previous balance off a check con- 
taining the same signature. If the 
signatures are not the same, this is a 
red flag. Another way of stating this 
is that our poster works not by the 
account name but rather by the looks 
of the signature while she is posting; 
it amounts to a direct signature com- 
parison on each item, without consum- 
ing any time for verification. 

If an item should create an over- 
draft, it is referred to the supervisor 
—not for decision about whether to 
pay it, but for a quick check-up of the 
account to make absolutely sure there 
is an overdraft in the making. We pay 
overdrafts on special checking ac- 
counts if the overdraft is no greater 
than $1.99. Checks for which the in- 
sufficiency is $2.00 or more are auto- 
matically returned N.S.F. and _ the 
account is charged $2.00 for the 





offense. Every little while during the 
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day the supervisor goes to the file 
trays and makes a quick audit of the 
accounts that have been referred to 
her. 

The next step after posting is pre- 
paring and mailing statements. This is 
done by a crew of two girls, the biller 
and billing checker. Each morning 
they start on the accounts cycled for 
that day of the month. 

The biller takes the trays and pre- 
pares the monthly statements. Sup- 
pose John Doe is the first account. 
First she removes everything but the 
signature card from the John Doe 
visible check holder, inserts at the 
left in her machine the pre-addressed 
statement form for his account, and 
at the right the account history card. 
Now she goes to work. She picks up 
the balance shown on the last check 
posted, which in this case is $117.47. 
This goes into the register. 

Next she picks up from the history 
card the last balance shown there, 
which is John Doe’s balance at the end 
of the last statement cycle, in this case 
$161.47. This goes into the crvss 
footer. Now she picks up in the cross 
footer one by one the amounts of the 
items. After she completes posting all 
items, she touches the balance bar 
and the machine prints the balance on 
the statement and automatically trans- 
fers the balance into the register. The 
$117.47 balance from the last check 
already had been picked up in the 
register. If the account is in balance, 
this clears the register and prints the 
zero proof. Now the machine stops 
momentarily for visual check. If zero 
proof was reached, the operator 
presses the balance bar and the ma- 
chine then prints the new balance on 
the history card, in this case $117.47. 


OWEVER, if the account is out of 

balance, the machine prints the 
difference instead of a zero proof, and 
stops for visual check. At this point, 
the operator checks back the items, 
which are still in front of her. This in- 
variably locates the error. All that is 
then necessary is to pick up the balance 
shown on the last check posted. The 
machine automatically returns. to 
check position. She makes the correc- 
tion and the machine goes through the 
same clearing operation and reaches 
zero proof. The biller may not pro- 
ceed until she arrives at a zero proof 
on the account before posting to the 
history card. 

On the statement form shown on 
page 42, the month’s deposits total 
$211.50 and checks total $255.50. All 
these transactions print on the state- 
ment form, the debits in red and the 
credits in black. 

At the end of the day the carbon 
copy in the biller’s machine shows the 
total of checks posted, the total of 
Ceposits posted, and the total of the 
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IT’S A PLEASURE 
TO DO BUSINESS 
AT THESE COUNTERS 


Yes, it’s a pleasure for customers to transact 

i inviti ;. Large photo shows only a section of main 
viting, so conveni 

Dasinees at GHNNENES Sb SAVERS, banking room in The Beloit State Bank, 

ent. And a pleasure for tellers, too, to work Beloit,’ Wisc. Counters occupy three 

at counters which place every modern facility si4es of the room. Inset photo shows 


, : interior of one teller’s station. 
at their finger tips. 


We are proud to present this example of an outstanding installation, achieved 
by H.H.M. designers and craftsmen working in close cooperation with the bank 
and the architect. 


Our facilities are available, without obligation, in laying out counter work for 
any new or remodeled banking room. We can draw on a huge stockpile of standard 
units, thus combining custom quality with mass-production cost. 


Herring: Hall-Marvin Safe Co. 4a 


HAMILTON, OHIO 


BUILDERS OF THE U.S. SILVER STORAGE VAULTS AT WEST POINT az 
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Complete Correspondent 
Service in Michigan 


With banking offices strategically . 
located in Detroit, Highland Park, 
Dearborn, Grosse Pointe Woods ‘ and 
Van Dyke, Manufacturers National 
Bank offers prompt, careful handling of 
your correspondent needs in Michigan. 


Manufacturers National Bank 


OF DETROIT 
Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 

























NO USE 
LOOKING, 
OSCAR wi YOU 
CAN'T SEE MY 
PAYCHECK 

az Wroven THIS 


“OUTLOOK’ 
ENVELOPE! 





PAYCHECK “OUTLOOK” 
ENVELOPES 


Eliminate Time and Expense of 
Addressing, also chances for Errors 


Paycheck "Outlook" Envelopes are ab- 
solutely opaque; essential when wages 
are paid by check. 
Nothing shows but the 
employee's name. This 
improves personnel re- 
lations. 








Send for Samples 
and Prices Today 
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BANK SIGNS 





Picture the name of your bank in enduring 
bronze . . . the names of your personnel 
in handsome desk plates of the same digni- 
fied metal. 


Let us show you how we can give you 
the very finest signs, desk plates and bul- 
letin boards to suit your every need ... at 
most economical prices. 


Send for free illustrated catalog 


DESK NAMEPLATES 


2” x 10” one line of copy, $7.50 
2'/2" x 10” two lines of copy, $9.00 
on bronze easel—other styles available 











‘"Bronze Tablet Headquarters" 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, Dept. BC, New York 12, N.Y. 











new cycle’s total balances. Each 
account in the section has cleared to 
zero. The operator’s work totals must 
agree with the corresponding totals of 
the preceding cycle, as shown on the 
control cards that the auditing depart- 
ment keeps in its locked safe. If every- 
thing checks, then the biller’s work 
has given a precise audit control on 
the work of the poster who handled 
that section during the preceding 
cycle. 

There are four posting machines 
on that operation, and one billing 
machine on the statement operation. 
However, as an extra margin of 
safety, one of the machines that is 
regularly used for posting is inter- 
changeable with the billing machine, 
and vice versa. In the unlikely event of 
major mechanical trouble, we always 
could weather through with a moder- 
ate amount of overtime by spreading 
the present five-machine load across 
four machines with either four or five 
operators. 

The biller is concerned solely with 
amounts, not names. Next in line is 
the billing checker, who is concerned 
not at all with amounts, solely with 
names and signatures. Between the 
two operators, we get a visual audit 
on the amount of each check and its 
signature. 


S soon as an account balances out, 
the biller sets it aside with the 
statement form within reach of the 
billing checker who works alongside 
her. The checker makes a visual check 
of the signatures on all the items. 
Then she puts the statement under a 
microfilm camera at her right, puts the 
sheaf of checks (not including the de- 
posit slips) through a perforator at 


| her left, and inserts the statement and 
_ vouchers in a window envelope for 


mailing. The two-girl team handles 
750 statements a day. However, the 
day’s statements are not sent to be 
mailed until the agreed-upon time has 
passed for the microfilm department 
to notify the bookkeeping department 
if the film was not right. 

There are pink cards for the few 
do-not-mail statements in each section, 
and the billing checker places these 
cards in front of her when she starts 
to work on the section. These state- 
ments go into a different type of win- 
dow envelope to fit vertical trays in 
which they are held until called for. 

The biller and billing checker who 
perform these two final operations of 
the special checking account book- 
keeping department are actually not 
employees of that department. They 
are auditing department employees, 
and their results are transmitted di- 
rectly to. the auditor. These auditing 
department people post these figures 
to the control cards in the safe. The 
two auditing department girls are pe’- 
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forming work which has to be done as 
a daily bank operation, and giving us 
audit control as a cost-free by-product. 
We are particularly proud of this set- 
up because it has the unusual advan- 
tage of combining operating . results 
with audit control at no cost for the 
audit control. 

Thus far, little has been explained 
about the work assignment of the 
supervisor and utility girl except that 
they are a working team. The super- 
visor, of course, is responsible for 
keeping the department operating. 
Also she has a full quota of work to 
perform, and the utility girl is her 
regular helper on this load. As the 
title implies, the utility girl also knows 
how to perform the posting operations 
and can fill in there for an absence or 
other emergency. She does not replace 
the biller or billing checker because 
they are auditing employees and the 
auditor’s office keeps one of its depart- 
ment clerks trained as fill-in on these 
two jobs. 

Items come from the proof depart- 
ment to the supervisor, clearings in 
the morning and tellers’ window busi- 
ness in the afternoon. She and the 
utility clerk put these through rough 
sort and fine sort as they have oppor- 
tunity during the day. They also may 
do as much final alphabetical sorting 
as they can find time for, and then 
finish this up working along with the 
posters toward the end of the day. The 
final operation is for all six of these 
girls to list the sorted items by sec- 
tions, as has been previously de- 
scribed. These items will be posted 
next morning. 


HE supervisor and the utility girl 

handle all telephone inquiries about 
special accounts from tellers and oth- 
ers inside the bank. If a_ special 
account check for more than $50 is 
presented for payment and the teller 
is not sure of it, or if it is an account 
close-out, he calls the supervisor and 
she puts a hold ticket on the check 
holder. Also, he calls on any size check 
from habitual overdraft customers of 
the department. 

As has been explained, the super- 
visor also receives from the posters all 
return items, and she proves out an 
account to be sure it is insufficient. 
Whenever she thus proves an account, 
she places a small pencil check in the 
upper right-hand corner of the ex- 
posed check so that, if further ques- 
tioned checks come in, she will not 
have to perform the proving operation 
back beyond the marked item. Over- 
drafts are marked with a red signal. 
Also the supervisor gets all stop pay- 
ment orders and sees to it that these 
are flagged on the account. 

Only the supervisor, utility girl, 
and the poster in charge of the par- 
ticular section are permitted to go 
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... that the more experience a company has 
in the underwriting of Bankers Blanket 
Bonds, the greater the degree of reliance that 
can be placed in its recommendations as to 
the form and amount of such coverage a bank 
should carry. 

F&D has specialized in meeting the 

bonding and insurance needs of banks for 
more than 60 years. 
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Fipe pity AND Deposit COMPANY 
Baltimore \o—"—_/ Maryland 





AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 
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ACCOPRESS 
BINDERS 


for Economy! 






Find the record you want when you want 
it— ACCO-bind all your business papers. 
With ACCOPRESS Binders of fine press- 
board you'll get the efficiency and conven- 
ience of loose leaf binding for letters,orders, 
contracts, invoices, reports, etc. combined 
with low cost, long life economy in filing. 
Large capacity (expand up to 6”). Stack 
flat. Choice of colors and sizes for every 
need. Ask your stationer. Remember... 
ACCO-bound papers are SAFE papers. 


ACCOBIND folders 


ACCOPRESS binders 


PIN-PRONG binders 
(for marginal multiple punched forms) 


ACCO punches 
and other filing supplies 


ACCO PRODUCTS, Ine. 


Ogdensburg, New York 
In Canada: ACCO Canadian Co., Ltd., Toronto 





92 











BANCO CARACAS 





Compania Anonima 


Capital: 
Bs. 20.000.000.00 


Reserves: 


Bs. 8.062.933.47 


Organized 1890 


Caracas - Venezuela 


GENERAL BANKING 
COLLECTION SERVICE 


PLEASE LET US HANDLE YOUR 
BANKING IN VENEZUELA. 


SIXTY-FOUR YEARS OF EX- 
PERIENCE AT YOUR SERVICE 














into the account files. There is, how- 
ever, a single exception to this rule. 
The auditing department maintains in 
the commercial bookkeeping depart- 
ment a telephone desk staffed with 
two auditing employees who receive 
and answer all telephone calls received 
from outside the bank about any 
accounts, whether commercial, indi- 
vidual, or special. These auditing em- 
ployees have access to the special 
account files for the purpose of getting 
information needed in handling such 
telephone calls. 

Before the department people go 
home in the afternoon, the supervisor 
receives the 20-section totals from 
the posters and balances these back 
to the proof department total for 
a proof of the day’s work. 


HE above description of our post 

to check operation is necessarily 
more complex than the operation it- 
self. The operation is so simple that 
it practically explains itself to any 
bank operating man who visits the 
department. Also many of its advan- 
tages are immediately apparent to the 
visitor, while some of the other advan- 
tages at first elude him unless they 
are pointed out. 

Improved customer relations is one 
aspect of this system that we consider 
of great value. We used to average 
about 15 posting errors a month while 
using our former system, or 1 per 
1,000 accounts. Now we average 2 
errors per month in 15,000 statements, 
or 1 per 7,500 accounts. Aside from 
the refinements of the system itself, 
which discourage errors, we attribute 


'much of this improved accuracy to 


elimination of the month-end state- 
ment pressure. Spot checks indicated 
that under the previous bookkeeping 
method, about 80 per cent of the errors 
came in the monthly rush with its 
resultant nervous pressure. Also, of 
course, the new system with its re- 
duced nervous wear-and-tear is much 
pleasanter for the employees. 
Previously we had been sending out 
statements quarterly to our special 
checking account customers. The new 
system provides a statement monthly 
to each customer on his regular cycle 
date. In consequence we had a good 
reaction from our customers almost 
without exception, when we went to 
the cycled post to check system. 
Increased frequency of mailing 
statements had an immediate effect in 
reducing our traffic of telephone calls 
about special accounts. When state- 
ments went out quarterly, we averaged 
300 calls daily from customers and 
from tellers to the bookkeeping de- 
partment asking about balances, 
about whether particular checks had 
been paid, and so on. This dropped to 
150 calls daily when customers began 
getting statements every month. Since 
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the change had no appreciable effect 
upon teller inquiries, it is clear that it 
greatly reduced customers’ inquiries 
and to that extent smoothed out their 
dealings with us as well as cutting 
our work in answering their calls. 
As against the previous conven- 
tional system, post to check eliminates 
check filers and trial balance runs 
through the month. There also is a 
substantial reduction in equipment 
costs. Formerly we used 10 large 
bookkeeping machines and six adding 
machines. Now we use five much 
smaller accounting machines and the 
same six adding machines. The invest- 
ment is far lower, and so of course are 
depreciation and all the other expense 





elements that vary with investment. | 


Less floor space would ordinarily be 
required, but in our bank the special 
accounts bookkeeping department pre- 
viously had been terribly overcrowded, 
and now with post to check it is oper- 
ating with plenty of elbow room in the 
same space it had before. 

We had 14 employees in the old de- 
partment plus the quarterly statement 
crew averaging 8 extra people and 
overtime. Now, handling a somewhat 
larger volume of active accounts, we 
have 8 exmployees. That means a pay- 
roll saving of about $12,000 a year. 

Besides the payroll saving there are 
other important economies. Total in- 
vestment in equipment for the depart- 
ment is now $24,547 less than under 
the old system. 

The only increased expense classi- 
fication resulting from the new method 
is a $662 annual increase in station- 
ery. There has not even been an appre- 
ciable increase in postage for mailing 
out twelve statements a year instead 
of four, because the average number 
of vouchers on a special account for 
one month results in a mailing just 
slightly under 1 ounce. 


UR average activity on special 

checking accounts is 8 items per 
month. About 40 per cent of the 
accounts show activity on any given 
day. It works out that each poster has 
about 1,500 items a day to handle. 
Under the old system it was necessary 
to find the average account 16 times a 
month, eight times for the statement 
and eight times for the ledger. Under 
our present system we must find it 
only nine times a month, eight times 
for posting and once for the state- 
ment. Checks and deposit slips are 
handled only three times in our post- 
ing operation instead of five times as 
previously. 

Many of the auditing advantages 
of our post to check system have 
already been described in this article 
in the course of explaining the opera- 
tions. One major advantage not yet 
touched on is the increase in frequency 
of the audit. In our bank, the greatest 


May, 1954 



















CHOOSE 


the right point for 
the way you write 
. -. by number 
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MODEL 444 


The PERFECT desk set for busy 
desks. Pen always ready to write— 
automatically fills itself from giant 
ink fountain every time pen is 
returned to socket. Fountain-base 
needs ink only 4 times a year in 
normal use. 


1) Finger grip never touches ink. No chance 
for ink to touch you. 


Fountain-base "ink-locked" against acci- 
dental spillage. Only the pen unlocks the ink. 


3) Fountain-base holds 40 times more ink 
than ordinary fountain pen. Won't leak. 
Won't flood. Easy to clean as a saucer. 


Ask your stationer for a demonstration. 


TO SELECT OR REPLACE... HERE’S ALL YOU DO, 


More than 28 interchangeable point styles 
for personal use or for public counters. 





DESK PEN SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1954, THE ESTERBROOK PEN COMPANY 
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i« YOU BUILD A BETTER MOUSETRAP 


In our planned merchandising 
program to popularize the printed 
name on personal checks, we devoted 
the first seven years to selling the idea, 
without too much emphasis on the 
quality of our package. As our good 
competitors joined the movement 
we breathed a sigh of relief, because 
we knew then that we would be able 
to talk more about relative quality. 
We did not subscribe to the old 
adage that the ‘“‘world will beat a 
path to your door,” but instead 
believed that our product had to be 
sold with undiminished vigor. 


Now, after some fifteen years of 
fairly intensive selling effort and 
nearly forty years of check manufac- 
turing experience, we understand 
the full significance of the public’s 
appraisal of quality. We know that 
the public will not for long accept 

























an inferior product. We feel repaid, 
therefore, for the time and money 
expended in our efforts to improve 
appearance and narrow our manu- 
facturing tolerances. 


Almost anyone can print a name on 
a check, but to do it right, and to 
produce something that will win and 
hold the eagle-eyed public, requires 
a lot of machinery and a lot of 
know-how. It isn’t just the printing 
that has to be considered. Even more 
important is the aggregate value of 
the numbering, cutting, perforating, 
binding and packaging. The whole 
package has to be good. The quality 
of all operations must be in balance. 
So, when you sell Personalized 
Checks or Catalog Business Checks, 
you don’t have to compromise on 
quality if you buy them from DeLuxe. 
Nor do you have to pay a premium. 
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Manufacturing Plants at: 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 



















moRrToAct 
FOLDERS yee AND YOU, TOO 





THAT PLEASE 
EXAMINERS 


‘a 








ULRICH PLANFILE MORTGAGE FOLD- 

ERS keep together, and well organized in one 

place, all the bank's mortgage papers. 

@ stops searching thru separate files...saves 
everyone's time. 

@ prevents loss of loose papers...all papers 
fasten to folder. 


@ keeps all papers flat and in good order. Con- 
tains indexed inserts for file inventory, 
insurance, tax record, mortgage, search, 
opinion, application, appraisal and corres- 
pondence. 

@ saves file drawer space...with fasteners at 
each end of folder. 

@ you see at a glance the folder you want... 
curved metal index tab is always in your 
line of vision. 

* durable... heavy red or gray pressboard 
with 1” or 2” cloth expander. 

Write today for Catalog or trial order (10 fol- 

ders, including indexed inserts) $7.50 postpaid 


ULRICH Planfiling 
EQUIPMENT CORPORATION 


Dept. 305 Jamestown, N. Y. 


Manufacturers Agents and Dealers: 
Write for Information on Open Sales Territory 











CHANGEABLE BANK 
NAME PLATES 


both letter 
and embossed card styles 





‘SMOKING ROOM 





Also interior electric signs, cork-back 
bulletin boards, changeable letter bul- 
letin and directory boards. 


Send for special 12 page catalog. 
covering banking items. 


Acme Bulletin Company 


37 East 12th Street 
New York 3, New York 
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audit frequency we ever have regu- 
larly achieved on sight-posted books 
is to render one of 12 ledgers each 
month, giving a complete coverage of 
the department each year. The book- 
keeping system now used on our spe- 
cial checking accounts gives us a com- 
plete audit once a month—12 times a 
year—and at no cost for the auditing. 

Incidentally, there has turned out 
to be no disadvantage in the fact that 
we do not prove to new balance totals 
each day. The reason is that before 
any item is returned as insufficient, 
the account is proved to make sure. 

It is worth restating some of the 
audit advantages that have been men- 
tioned only in passing. The post to 
check system not only balances the 
dollar amount of the control but also 
balances once a month the _ total 
amount of checks and of deposits 
posted for the cycled period. This 
absolutely prevents transfer of funds 
from one cycle to another. If this proof 
is out of balance and the girls do not 
find the difference, a regular auditing 
department man comes in to run down 
the difference. 

The posters have nothing to do with 
the controls and never see these be- 


_ cause they are kept in a locked safe 


under auditing department control 
which is not relaxed even for an offi- 


cer. The posters receive their daily 


checks and deposits from the proof 
department under one control. They 
break these down to 20 alphabetical 
sections. These 20 sections then are 
balanced back to the one control. 
Bookkeeping gives the information to 
the auditors and the auditors post the 
control. There is no possible advan- 
tage to a poster in changing any 
figures. 


HE Citizens & Southern System 

consists of The Citizens and South- 
ern National Bank with its offices in 
six Georgia cities, and state banks 
affliated with it through a holding 
company in seven Georgia cities. In 
Atlanta there are offices and banks of 
both groups. 

Post to check bookkeeping on spe- 
cial checking accounts was originally 
installed to serve three Atlanta offices 
of the national bank from a central 
department. This is the 15,000-account 
operation described in this article, and 
marks the extent to which the system 
exists at the moment this article is 
being completed. 

Beginning the following month the 
post to check method is being installed 
in another central bookkeeping depart- 
ment to serve both the special check- 
ing accounts and the regular individ- 
ual checking accounts of three of the 
system’s state banks in Atlanta. Seri- 
ous consideration is being given to 
making post to check bookkeeping our 
system-wide standard. 
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COUNTY-WIDE 
PUBLIC RELATIONS 


CONTINUED FROM PAGE 39 


ices and banking in general. Some of 
the Bergen County banks use the Bul- 
letin as a guide in conducting staff 
meetings. 

School Material. The same educa- 
tional material is being redesigned 
and edited for distribution in junior 
high and high schools. No attempt is 
made to sell individual banks or bank 
services, of course. The material is 
completely educational. 

Management Newsletter. To keep 
the management of each bank in- 
formed about the program, a news- 
letter is distributed quarterly. This 
publication contains news about the 
program, a summary of activities to 
date, and suggestions for action on the 
part of each bank in regard to future 
plans. 

Small Newspaper Ads. These ads 
relate to holiday closing information. 
Ads are supplied to the banks for pub- 
lishing in local papers. 

Other items being supplied to the 
banks consist of lobby posters, sug- 
gestions for individual bank public 
relations programs, and material for 
special projects being undertaken by 
the county association. 


N this latter field, the Bergen Coun- 

ty Bankers Association recently 
sponsored a booth at a local House, 
Garden and Hobby Show, stressing 
the theme of bank cooperation in the 
fields of home financing and home 
modernization. The booth was staffed 
by bank personnel and featured a 
“Glass House” contest in which people 
were invited to estimate the amount 
of money in a plastic model house; also 
a “Worth Your Weight in Gold” idea, 
wherein people were weighed and 
given a card indicating how much 
their weight represented in gold. A 
specially prepared folder bearing the 
title “For a Better Living” was widely 
distributed. Previously, the banks had 
distributed more than 100,000 copies 
of a statement insert suggesting to 
customers that they attend the show 
and visit the banking booth. 

What good is such a booth from the 
public relations standpoint? Well, as 
Mr. Bayles, who is also vice-president 
of the Garden State National Bank, 
Teaneck, pointed out, “First, it served 
to humanize the banks. It brought the 
officers and staff members right out 
into contact with the public, not in the 
business-like atmosphere of a bank, 
but on neutral ground. The unbending 
and obvious loosening up of the 
banker-public relationship was quite 
apparent.” 
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“| mean I'm all out of checks to sort” 


It’s a fact! With the Todd Sort-O-Namic system 


sorting checks is so fast and efficient that any clerk 


can whip through the work in 4a/f the usual time, 


with 85% fewer errors. 


Sort-O-Namic cuts down mis-sorts, mis-posts, 


mis-files. It reduces training t 


ime by 20%. The 


problem of deciphering illegible signatures is a 


thing of the past. 


Get the facts about the Todd Sort-O-Namic 


system that cuts down internal errors, improves 


customer relations and puts more profit into bank 


operations. 
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THE TODD COMPANY, Inc., Dept. BCH 
Rochester 3, N. Y. 


Please send me complete information about 
the Sort-O-Namic plan. 


Bank 





Address. 





City —  " State 











NEW YORK 
SALES OFFICES IN ¥@ PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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BEAUTIFUL... beyond comparison! 


OUR NEW PERSONALIZED 
FLAT POCKET CHECKSETS 


Simply stunning in appearance and design, 
with a beauty all their own 












We say without hesitation: 
These checksets can work won- 
ders with your’ Special as well 
as Personal Checking Accounts. 


Convince yourself! Samples 
in a variety of colors ‘are avail- 
able to you upon request. 





Checkbook Holders in 3 distinctive textures: 
Kid Finish for Men, 
Satin and Pin Dot for Women 








400 MADISON AVENUE, NEW YORK 17, N. Y. 
NAPERVILLE, ILLINOIS 


Let us tell you about our 
CheckMaster and Chexcel Spe- 
cial Checking plans. They're 
lower in cost than anything in 
the field . . . Also: Find out how 
inexpensively you can person- 
alize all of your Personal 
Checking Accounts. 








CARTRIDGE COINTAINERS save 
up to 50% in coin wrapping 
time and are the easiest wrap- 

per to fill as crimp-end tube 

holds shape. 







Write 
today 
for 
colorful 
catalog. 


May be imprinted — 
Heavy duty Kraft 


25¢, 50¢ — Pennies, Red 

$1, $2 — Nickels, Blue 

$3, $5 — Dimes, Green 

$5, $10 — Quarters, 
Orange 

$10 — Halves, Brown 


STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A Complete Line of Money Wrappers 
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A Star Attraction 
for New Accounts—the 
VALUABLE DOCUMENT WALLET 
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Wotes and 
Mortgages 
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Sure to attract new accounts, the 
Valuable Document Wallet is smartly 
styled to modern taste. A convenient 
way to file important papers. It con- 
tains 7 printed envelopes, is a sun- 
tan shade, bound with self belt. In- 
dividually boxed. Imprint up to 4 
lines. 
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For low prices and Sample write today to: 


BELLMORE LEATHER GOODS CO. 


Mfgs. New Account Openers 


144 COLUMBUS AVE. NEW YORK 23,N.Y 




























“Second, the booth served as an 
employee relations medium, inasmuch 
as more than 150 bank staff members 
from all parts of the county manned 
the booth through the week. It was 
good training for them, and they had 
fun.” 

All these activities of the Bergen 
County Bankers Association serve to 
illustrate one important fact: that the 
Bergen County banks are eager to 
meet the public more than half way. 
These banks realize that the individual 
bank has its own promotion job to 
perform in selling its own services. 
But beyond that, no one bank can hope 
to do the overall educational and pub- 
lic relations job that can only be done 
by all the banks in the county working 
in harmony. 

The organization of the county 
group for public relations purposes is 
on a simplified basis. The public rela- 
tions committee, headed by Wallace G. 
Carr, Jr., vice-president, The North 
Jersey Trust Company, Ridgewood, 
and made up of 13 of the county’s top 
public relations officers from the 
various banks, meets quarterly. This 
committee sets up the program on an 
annual basis and supervises the activ- 
ities of its counsel, the Mack & Irwin 
Advertising Agency. 

This unique public relations pro- 
gram is practical evidence that a small 
group of banks can get together and 
cooperate in producing worthwhile 
educational material, slanted to the 
problems of their own locality. 
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SAFE DEPOSIT 
ADVENTURE 


CONTINUED FROM PAGE 43 


“Mr. Springer, if you will now pick 
out the drilled door,’ breathed Mr. 
Clutchbill in a hush. 

Mr. Springer wiggled a screwdriver 
blade into a crevice, and the little 
silver-painted door fell forward. 

Four pairs of eyes stared at a 
strange sight. 

In the recess a folded sheet of paper 
was wadded up against the black, shin- 
ing, japanned end of the safe deposit 
box. 

“Hm-m.” burst out Mr. Clutchbill. 
“Witness my every move.” 

Picking gently with the caution of 
one anticipating an explosion, Mi 
Clutchbill worked the paper out into 
his hands. Slowly he unfolded it, anc 
under the vault light exposed the writ 
ing within: 

“Good friend, for Jesus’ sake forebea 





To dig the dust inclosed here: 
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Blest be the man that spares these 
stones, 

And curst be he that moves my 
bones.” 

“This man,” soberly uttered Socra- 
tes Holmes, “was a man of learning. 
Those same words are chiseled on the 
slab of stone covering Shakespeare’s 
grave. It is a clear warning... I 
wouldn’t go further.” 

Mr. Clutchbill hesitated, and then 
decided: 

“Tt’s got to be done. A mystery can 
not continue to smudge the lily-white 
reputation of this bank.” 

The old director knelt and probed 
for the end of the little black box. 
Suddenly his hand shot back. 

“Look! Sealed!” he gasped. 

A slim brass padlock was locked in 
the eye of the closed wire latch of the 
box. Over the face of the padlock and 
its tiny keyhole had been melted a 
blood-red wax seal, impressed with the 
clear-cut image of a crest or coat-of- 
arms. 

With the box in his hands Mr. 
Clutchbill led a cortege of witnesses 
to the privacy of the darkened direc- 
tors’ room where he called for a read- 
ing glass. 

When John returned with one, Mr. 
Clutchbill focused it over the red wax 
seal. 

“Looks like a_ shield with three 
peacock’s heads in it, and there’s one 
sitting on top of the shield.” 

“An, unusual coat-of-arms,” nodded 
the town clerk. 


R. CLUTCHBILL put the glass on 

the strange paper which had un- 

folded its warning. He turned it over. 

“Huh-h! There’s other reading here 

on the back, overlooked by the writer 

perhaps—faint green machine print- 
ing: ‘Oscar’s Hotel, Montreal.’ ” 

“There’s no such tavern of any 
prominence in Montreal,” declared 
Socrates Holmes scratching the bald 
spot on his head with a pencil. 

“It’s a pointer, though,” observed 
Mr. Clutchbill. “I’d always understood 
this strange customer first arrived 
here from Montreal. You recall he 
bought the little Cutter camp a mile 
out of the village, and later a car. That 
was over five years ago. He wasn’t 
nere long, but I remember now of 
smelling wax every time he came to 
his safe deposit box which he rented 
almost the day he arrived. He must 
have fetched a candle stub, melted on 
wax, and pressed a seal in it to seal 
the actual tin box each time he came.” 

“Probably with a seal finger ring. . . 
an old custom,” nodded Socrates 
Holmes. 

Director Clutchbill slowly felt for 
lis grey goatee. “I think we’d better 
delay breaking this seal. I believe it 
viser for me to investigate in Mon- 
real first.” 
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A bank-operated student savings plan that has 
accounted for tremendous success in New York’s 
split-session schools is the “classroom collection 
plan” sponsored by the Franklin National Bank 
of Franklin Square, New York. And according to 
Mr. W. Crosby, purchasing agent for the bank, 
the bright blue Rifkin bag shares the credit— 
and then some! 


For, in addition to streamlining collection and stimulating student 
interest, the currency bag acts as a good will ambassador . . . building future 
customers for the bank and stimulating much parent inquiry. 


Rifkin currency bags have become an integral part of countless school 
Savings plans... just as they have become an integral part of bank business, 
Today, Rifkin coin bags, zipper wallets, Safety Sacs with Arcolock® for 


night depository use. . 


- handsomely “Nu-Art” printed or embroidered 


with individual insignia . . . are filling many varied banking functions. 


We invite you to call on our 60 years of experience to streamline your 
night depository service, celebrate a bank event, or promote new business. 


PATENTED Bi “Sd ARCOLOCK 
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ZIPPER SAFETY MAIL AND 
COIN BAGS SACS CURRENCY SACS 





Write for free literature to: 
A. Rifkin & Company, Wilkes-Barre, 5 Pa. 
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Replace your 
worn Celluloid 
or Cardboard 
Inserts with new 
NON-WEARING 
BAKELITE 
ENGRAVED 
LETTERS AND 
NUMERALS 


For Prices 
Send Us Samples 
of Sizes You Use. 
Address Dept. B 


Counter. 











BRONZE, BRASS OR ALUMINUM 


Lf #2 PS es ier ae ise a 


This superb, modern-styled Counter Calendar with hinged tops perks 
up the appearance of any counter or booth! Contains lifetime Bakelite 
enameled and engraved inserts for days, months and dates. Furnished 
with genuine Kerr Fountain Pen Sets which assure long wear. 


Your choice of Single or Double-Faced for one or both sides of writing 


Base Measurements: 22” x 6”—Height: 234” (including 5/16” thick base) 
No. CK-2..... $49.75 (Single Face—with 2 Pens) 
No. CKD-2....$79.90 (Double Face—with 4 Pens) 

In Chrome, add $3.00 for Single—$4.00 for Double to above prices 
Write for Catalog of Perpetual Calendars—with and without Pen Sets 
—for counter and wall use; also Holiday and Advertising Starfdards, 
Name Plates and other types of Signs. 


Mfgd. by J. A. Reinhardt & Co. 


BANK PRODUCTS COMPANY 


PERPETUAL CALENDARS 


for 
Counters 

and 

Safe Deposit 
Booths 
s 

With 

KERR PENS 


(With Ball Points 
if desired) 


” 
No, CKD-2 Illustrated 
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NEW YORK 7, N. Y. = 
Established 1930 
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Coupon payment books of 
every description for the econ- 
omy minded, service requiring 
institution. 


Manufactured to register with 
your present perforator, ad- 
dressograph, or duplicator 
equipment. Delivery four weeks. 


Our customer list includes many 
of the leading banks and insur- 
ance companies in the United 
States. 


Get our price and 
compare— 


BONDSON PRESS 


270 Lafayette Street 
New York 12, N.Y. 


[] Enclosed find sample of our present book. 
Please quote your price on a total order 
of __................ books. 

(] Please send samples of 

____ Duplicator 


___Perforator 
Model No... 


—__Hand punch books 
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STEP UP YOUR... 
ACCOUNTING MACHINE 


PRODUCTION 


or 


eg FOUR MONTHS 50° 
BEEZ SUPPLY 


wth SORTKWIK 


The modern, speedier way 


to HANDLE PAPERS 


Realize more from your business ma- 
chine investment! Speed up your opera- 
tors’ paper handling with this new 
pleasant finger-tip preparation. When 
applied between fingers and thumb, 
Sortkwik creates a greaseless, stainless, 
tacky film permitting handling more 
papers in less time. Girls appreciate 
Sortkwik’s clean, dainty convenience. 
Easy to apply — washes off quickly. 
Now widely used in a variety of busi- 
nesses throughout the country, Sort- 
kwik is setting a new standard for effici- 
ent, speedy paper handling. 

Order a supply from your stationer today! 
Or send ONE DOLLAR ($1.00) for two reg- 
ular size containers of SORTKWIK to try out. 


LEE PRODUCTS CO. 
2738 Lyndale Ave. S., Minneapolis 8, Minn. 















, 


“A sage move,” muttered the town 
clerk, “if you can track down any 
Oscar’s Hotel.” 

“Exactly my thought,” breathed the 
old director, but a new and exciting 
trail, darkly vague yet, was beginning 
to thread its way into his thoughts. 

Sitting there fixedly staring at the 
box, his mind was taking fire. He was 
in Montreal tracking down a building 
utterly different than any hotel or 
rooming house. 

Suddenly he looked up. “Gentlemen, 
I want you to witness my act of re- 
turning this box, still sealed, to the 
aperture in the vault.” 

But that afternoon the box secretly 
came out again. It was in the privacy 
of the directors’ room. Two men stood 
over it: Director Clutchbill and Hiram 
Bixby, the village photographer. 

“Now, Hiram, try and get a picture 
big enough so we won’t have to use a 
telescope,” cautioned the old director. 

A muffied grunt came from Hiram 


| who had run his grey head and half of 
| his fawn-colored studio gown up into 
| a shroud of black cloth. The eye of his 


camera glared balefully at a coat-of- 
arms impressed in a red wax seal. He 
held up a flashlight, and fired. 

The next morning Mr. Clutchbill, 
sitting in the museum-like confusion 
of Hiram Bixby’s portrait studio, was 
looking at a glossy full-sized photo- 
graph of a wax seal housing three pea- 
cock’s heads in a shield and one on the 
shield’s top. 

“This may get us in jail, Hiram, so 
I guess I’d better pay you now.” 

“Aaron!” Mr. Bixby pushed a black 
skull cap to the back of his head and 
leaned over. “Don’t you ever reveal 
to judge or jury that I took that pic- 
ture.” : 

“You might get a free ride in-a 
black automobile to Montreal . . . mur- 
der witnesses are important,” consoled 
Mr. Clutchbill handing out a five dollar 
bill and tucking the photograph in a 
breast pocket. 


T was late the next morning when 
the old director, after a fitful sleep, 
rose from a bed in a regal hotel in the 
ancient city of the fur barons. In neat 
black stetson, bow tie, black jacket and 
striped grey trousers, he made his way 
shortly after 9 o’clock to a branch of 
the ancient house of Covent & White- 
hall. 

“Is there,” he asked an elderly at- 
tendant in a glittering pince-nez, “any 
one in the city who makes coat-of-arms 
seals such as this?” Mr. Clutchbill 
slid over a glass-topped counter of 
diamonds his photograph of the red 
wax seal. 

The attendant nodded his head. 
“Yes, there is a single individual in 
the city who does such work. We often 
employ him.” 
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“Would it be possible for me to call 
on him?” 

“Oh, I’m sure it would be quite all 
right. I'll give you his address.” 

It was a long and crooked walk, but 
the old director found it. For, on one 
of the oldest spots down by the 
wharves, he stood looking at a narrow 
doorway. Beside it was a small busi- 
ness sign: “Ephraim W. Dillside, 
Gemologist.” 

Up a shadowy staircase Mr. Clutch- 
bill gently opened a door bearing the 
gemologist’s name. A tiny office guard- 
ed by a counter was revealed to him. 
From a rear room a humming sound 
stopped. Immediately a slender and 
elderly man appeared and nodded. 

For a quick moment Mr. Clutchbill 
studied the quiet, artistic face before 
him. 

“Are you skilled in making seals 
such as impressed this wax?” The old 
director held out his photograph. 

There was a sudden widening of the 
eyes of the man as he looked at it. 

“You are not from the city?” asked 
the gemologist in a cautious voice. 

“No, I am in country banking in the 
state just below us. The seal you see 
here we discovered on a safe deposit 
box which we are trying to release. 
For five years the whereabouts of the 
customer, a man, has been unknown 
to us. Do you know anything of the 
coat-of-arms cut here, and where the 
work may have been done?” 


HE man put a jeweler’s glass to 
his eye and studied the image. 

“It was done,” he said guardedly, 
studying Mr. Clutchbill, “by a very 
tiny diamond drill with a hollow core, 
a core that was fed with diamond dust. 
The coat-of-arms in miniature was 
transferred free-hand from a large 
drawing by an artist to a ring carry- 
ing a black onyx stone.” 

“Hm-f! I’m amazed that you could 
learn so much from that wax impres- 
sion.” 

The gemologist, his face unreadable, 
studied Mr. Clutchbill for a long time. 

“One moment,” he said at last as 
he turned toward his rear room. 

Mr. Clutchbill hastily looked behind 
him to locate the door he had entered, 
for something told him a strange and 
ominous fowl was flying through the 
air. 

Shortly the gemologist was back. He 
held out to Mr. Clutchbill a queer ob- 
ject. It was a man’s gold ring so 
plumply swathed in putty or clay that 
it looked like a walnut, save that an 
oval black onyx stone showed its pol- 
ished face at the top. There was en- 
graving on the stone. 

“Look through this,’ offered the 
zemologist holding a jeweler’s glass 
ver the onyx. 

Mr. Clutchbill bent his head. He 
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gave a sudden jump. 

“Great heavens! It’s the same coat- 
of-arms that’s on my wax seal!” 

“T made the ring that impressed 
your wax seal, and I am making this 
ring as an exact replica. It is for a 
member of a wealthy family here in 
the city. I can’t tell you his name... 
that is, not yet. The wadding on this 
ring is to prevent my fingers becoming 
burnt when the drill heats the stone.” 

“Then you can clear this mystery?” 

“Are you prepared to follow?” 

“Absolutely !” 

At the curb a taxi was hailed, and, 
after a twisting run, it pulled up at 
a building with a British ensign over 


a door wearing the gold letters: “Gen- 
darmerie Royale du Canada.” 

Shortly Mr. Clutchbill sat in a sort 
of reception room in company with 
three scarlet-tunicked officers, while 
his companion disappeared through a 
nearby door. 

It was not long before the man was 
back with another older gendarme in 
a clipt sandy mustache. He gave Mr. 
Clutchbill a quick look. 

“May I suggest,” said the man po- 
litely, “that you telephone your bank 
to hold the vault open pending our 
arrival?” 

A few minutes later the old director 
was speaking to Cashier John Atwood. 
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Immediately afterward a powerful se- 
dan left for Ferndale village. In it 
were four men; Mr. Clutchbill, the 
gemologist, an officer in a scarlet tunic, 
and another quick-eyed gentleman 
picked up at an office in the city. 

It was 4 o’clock when the sedan, 
after a 160 mile run, rolled quickly up 
the main street of the village and 
stopped at the bank curb. 

Once inside, the cortege filed into 
the directors’ room. 

“T’d rather some of you gentlemen 
broke the seal,” intoned Mr. Clutch- 
bill when the mysterious safe deposit 
box lay on the directors’ table. 

“Quite all right,” agreed the gen- 
darme. 

Before placing the point of a knife 
on the wax he showed the unbroken 
wax seal with its coat-of-arms to each 
of his companions, then cracked off 
the red wax, and forced the tiny 
brass padlock. 

The shining black japanned cover 
went up. Five pairs of eyes darted to 
the interior ... and beheld a dazzling 
array of jewels encased inside. 


HE obscure member of the party 

pulled out a sheet of paper. 

“Mr. Stonevine’s company insures 
jewels,” explained the gendarme to 
Mr. Clutchbill and John. 

After their long confinement the 
jewels glittered venomously in a riot 
of sparkling colors. One long velvet 
case displayed a train of creamy 
baubles; smouldering pearls. 

“There should be a quarter of a mil- 
lion here,” said the insurance man 
modestly. “It’s the Sir Angelus Clay- 
more collection, is it not?’ he asked 
the gemologist. 

“Absolutely !” 

“As far as I can see,” revealed the 
gemologist after a detailed examina- 
tion, “only four two-carat diamonds, 
and, of course, the seal ring, are 
missing.” 

“This has turned out much better 
than we expected, gentlemen,” intoned 
the insurance representative. “This 
collection was stolen some seven years 
ago by a gem thief under many names. 
We almost had him five years ago. 
Undoubtedly we frightened him away 
from this area. There is outstanding 
by my company a reward of $10,000 
for information leading to the recov- 
ery of the jewels. I suggest that you 
split the reward with the gemologist 
here who brought the matter to a 
head. Are you willing?” 

Mr. Clutchbill looked at- John, and 
John at Mr. Clutchbill. Both nodded. 

Some time later a grim-looking 
sedan left the bank curb. It was the 
the old director turned to his cashie 

“John, I’ve never known a quicke: 
bulge in our safe deposit revenue an¢ 
in our undivided profits.” 
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